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New York Producers 
Plan New Bill on 
Acquisition Costs 





Insurers Would Revise Commissions 
Individually by Contract Changes 
With Agents, Brokers 


N. Y. AGENTS HEAR SCHWAB 


Van Brunt, O’Boyle, Cahill, Roth, 
Goldberger, Redding, Carlino, 
Thacher Speak at Garden City 


Further legislative efforts to protect 
local agents and brokers against what 
they term unjustified methods by insur- 





ance companies in reducing commissions 
| will be made in 1960 by the New York 


State Association of Insurance Agents 
and the Greater New York Insurance 
Arthur L. Schwab, 
legislative chairman, out- 
lined the campaign for 1960 at Albany 
when he addressed the 10th downstate 
regional meeting of the New York State 
Association at the Garden City Hotel in 
Garden City, Long Island, on Tuesday. 
Co-sponsor of the meeting, attended by 
several hundred agents and company 
representatives, was the Suburban New 
York Association. 

Presiding at the morning and after- 


' noon business sessions, respectively, were 
| William J. Blum, president of the Subur- 


ban Association, and George A. Kramer, 
Jr., regional vice president of the state 
association. Participating also were 
James T. Wright, president, Tappan Zee 
Insurance Fieldman’s Association, and 
George A. Nelson, president, Long Island 
Fieldmen’s Insurance Association. The 
state association was represented by the 
following in its official family: President 
Arthur F. Blum, Executive Vice Presi- 


dent Robert B. Douglass, Treasurer Ray- 
mond A. Muth, Executive Secretary 
Foelker, 
office manager at headquarters in Syra- 
cuse, 


Schwab on New Bill 
In presenting his argument for further 


: legislative efforts at Albany to aid pro- 


ducers in securing fair compensation for 


) their services, Mr. Schwab told his Gar- 
5 den City audience: 


) brokers, 








“Within the past two years it has be- 
come apparent that bureaus and rating 
organizations have misused the rating 
law in a manner designed to reduce com- 
missions of insurance agents and 
There is abundant evidence 


(Continued on Page 27) 
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JOHN HANCOCK’S IMPROVEMENTS 


NEW GENERALLY IMPROVED NET 
oe ee PREMIUM PAYMENTS 


Cll ws for Full Snformation 


FRANK McCAFFREY ABE EISEN, C.L.U. LARRY CAMPS 


OXford 7-2121 
800 SECOND AVE. (at 42nd St.) NEW YORK 











Oe eHTaAn 
OCT 291959 
MATTBRARY SS 





The satisfaction that agents and brokers feel 
in dealing with Public Service is not built 
on one factor. It takes a healthy combination. 
It takes confidence —speedy and sufficient 
service — and a pricing structure that has 

the agent and brokers’ success in mind. Give 
us a call and let us discuss ways of making 
your satisfaction perfect. 


20% DEVIATION 

General Liability All Forms 

15% DEVIATION 

Fire and Allied Lines 

10% DEVIATION 

Auto liability, other than private vehicles 
DIVIDEND PAYING 

Workmen’s Compensation 

our deviation arrange- 
ment and liberal 
commission make 


Public Service insurance 
easier to sell. 


Agency Supt. 
W. E. DANDRIDGE # 





Long Island 
ROBERT ZMOOS 


Hudson Valley 
HENRY KOTZEN 
UPSTATE 
W. C. VAN VECHTEN 
Manager 
10 Gibbs St. 
Rochester 4, N.Y. 
Special Agent 
WILLIAM D, WILLIAMS 


MUTUAL INSURANCE CO. 

35 years of public service 

HOME OFFICE 

10 Columbus Circle, New York 19, N.Y. 
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Society of Actuaries 
Completes Four Years 
Study of Body Build 


New Overweight r Underweight - 
Blood Pressure Experience Makes 
Present Tables Obsolete 


35 TONS DATA PLUS EDP 


Massive Study Made Possible 
Through Modern Equipment; 
Lew Heads Committee 


The Society of Actuaries released this 
that took 
titled the 1959 
Build and Blood Pressure Study, 











week the results of a study 


four years to complete, 
called 
“ ‘ . es 8 . 

the most extensive body of information 
ever assembled on the effects of over- 


weight on mortality.” The study in- 


cluded nearly 5,000,000 insured persons 


and covered 20 years’ experience. Chair- 
man of the society’s committee which 
conducted the study is Edward A. Lew, 
actuary and statistician of Metropolitan 
Life. It is pointed out that only through 
the availability of modern electronic data 
processing equipment was it possible to 
digest the information on the 
punch cards in the time 
study. 


35 tons of 
taken for the 
The companies cooperating in the 

study 


massive two-thirds of 


total Ordinary insurance in force. 


represent 


New Experience Now Available 


The new average weights developed by 
the study will change existing tables 
which were based on an actuarial study 
of 30 years ago. Marked underweight 
is now a much less serious condition than 
in the past but the mortality 


associated with overweight remains high. 


excess 


The investigation covers in addition a 
study of the mortality 
variations in blood pressure 
nearly 4,000,000 insured persons. 

It shows that 


according to 
among 
even a small rise in 
blood pressure may signal potential dan- 
ger. Furthermore, 
blood 


among men, 
about 150 mm. or 
about 100 
al excess mor- 


systolic 
pressures of 
blood pressures of 
mm. are associated with 
tality of 75 to 125%. 
Women were found to withstand high 
blood pressure much better than men. 
The lowest mortality 


diastolic 


among both men 
and women is found among those with 
below average blood pressures. 

Overweight in combination with ele- 
is found to be a 
warning of increased danger. Where the 
two conditions occur together, the mor- 
tality rise is much greater than ac- 
counted for by the two conditions con- 
sidered separately. 

Persons who have high blood pressure 
or overweight in combination with albu- 
minuria are similarly subject to signifi- 

(Continued on 'Page 4) 


vated blood pressure 
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_-~ something _-- 


? 


203 of our full-time representatives, or | in 9, are 1959 


Million Dollar Round Table Members. 


14 of our full-time representatives have qualified as 
Million Dollar Round Table Members for 15 years 
or longer, or | in 10 of the 135 men with this 
outstanding record of achievement. 


272 of our full-time representatives, or | in 7, are Char- 
tered Life Underwriters. 


646 of our full-time representatives, or | in 3, received the 
1959 National Quality Award. 


MASSACHUSETTS MUTUAL HAS: 
1 in 13 of all 1959 MDRT Members 
1 in 22 of all active CLUs 


1 in 22 of all agents receiving the 
1959 NQA 





IN 1958 


our seventh consecutive all-time high year .. . 


More than a billion dollars of Massachusetts Mutual life 
insurance was sold. 


Men in their first and second years with us accounted for 
26% of our sales volume. 


The 662 men with our company five years or longer earned 
$13,088 per man, with one in six earning over $20,000. 


Our 100 leading salesmen earned an average of $30,357. 


Massachusetts Mutual 
LIFE INSURANCE COMPANY 


ORGANIZED 1851 SPRINGFIELD, MASSACHUSETTS 
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| Colonial Life Enters Personal Accident & Health Field 


I New Loss of Income Contract on a Guaranteed Renewable 


A new personal accident and health 
insurance program was announced to 
agents attending Colonial Life’s combina- 
tion agency department’s annual busi- 
ness conference recently at the Haddon 
Hall Hotel in Atlantic City, according to 
a statement by Richard iB. Evans, presi- 
dent. 

William C. Brown, vice president and 
actuary, explained to the conference the 
company’s entrance into the personal 
accident and ‘health field and introduced 
Douglas J. Moe, secretary for personal 
accident and health. In discussing the 
company’s reasons for entering this field, 
Mr. Brown cited: (1) the desire to round 
out the insurance coverage which could 
' be offered by Colonial agents; (2) the 
+ possibility for increased earnings by 
agents; (3) the fact that there is a 
) great social need for health insurance 
‘and that Colonial feels this need could 
‘be best filled through the efforts of 
) private industry. Mr. Brown stated that 
‘the health insurance offered by Colonial 
jwould be on the guaranteed renewable 
‘basis and, basically, would provide insur- 
ance for loss of income resulting from 
total disability caused by accident or 


' sickness. ; 
' Mr. Moe reviewed the new loss of 
‘income contract known as the “Income 


Protector Accident and Health Policy” 
will be issued to employed men up to 
age 60 and is guaranteed renewable to 


‘the policy anniversary following the 
policyholder’s 65th birthday. Monthly 
benefits from a minimum of to a 


‘maximum of $500 are available depend- 
‘ing on the plan of benefit and _ policy- 
holder’s occupation. 
| The plan provides a variety of income 
‘payment periods ranging from two years 
‘to lifetime for disabling accidents and 
‘from one year to five years for sickness. 
The length of the benefit period is gov- 
erned by the choice of the applicant and 
Hhis occupation. The policyholder may 
sselect a waiting period for the com- 
mencement of benefits most suited to his 
own requirements, ‘There is a wide 
choice of such waiting periods, adding 
‘to the flexibility of the Colonial’s plan. 
‘Premium reductions will be granted on 
the basis of the waiting period selected. 
The plan may be issued on a non-medi- 
cal basis depending on age and the plan 
and benefit amounts applied for. 
Optional additional benefits are: hos- 
pital income benefit for as much as twice 
the amount of the monthly disability in- 
come benefit payable while the policy- 
holder is hospital confined; or a hospital 
expense benefit providing up to $20 per 
day; surgical expense benefit with max- 
mum payments ranging from $200 to 
$500. Accident partial disability is also 
|ptional to most occupations. Other fea- 
Stures in the policy include a waiver of 
iremium benefit; a recurrent disability 
clause and an incontestable clause which 
» becomes effective after the policy is in 
Sorce for two years. 

The Income Protector Accident and 
Health Policy has, thus far, been ap- 
Proved in 19 states and approvals from 
other Insurance Departments are ex- 
pected soon to enable the conmpany to 
telease the new contract shortly for sale 
nthe respective states. 
| The variety of coverages available on 
one basic policy combined with optional 
Henefits provide 1056 different arrange- 
ents of benefits from which the pros- 
ect and his agent may “tailor make” an 
Income Protector Plan. A simplified four 
lassification system for classifying occu- 
ational risks has been adopted so that 
nsurable occupations fall into one of 
or broad categories. 

he company expects to announce in 
€ near future other types of personal 







































to Age 65 Basis Introduced at Combination Agency 
Department’s Annual Business Conference 


accident and health coverages including 
a guaranteed renewable accident and 
sickness policy for business and profes- 
sional women, an accident policy, and a 
guaranteed renewable hospital expense 
policy to be written on an individual or 
family basis. 

Richard D. Nelson, 
ident acted as chairman of 
ference. 


C. R. Howell Extends Greetings 


Charles R. Howell, CLU, Coinmissioner 
of Banking and Insurance, State of New 
Jersey, extended greetings to the as- 
sembled delegates. He said it was a 
privilege for him to attend Colonial’s 
business conference because he took a 
great deal of pride in the company’s 
development over the past several years. 
He said he considered Colonial a good 
functioning company that should eventu- 
ally make itself felt throughout the en- 
tire country. He felicitated the company 
on its sound progressive growth, its af- 
filiation with Chubb & Son and expressed 
pleasure in learning Colonial was going 
to serve additional public needs by of- 
fering personal accident and health cov- 
erage. 


executive vice pres- 
the con- 


Hear Percy Chubb II 


Percy Chubb, II, president of Chubb & 
Sons and a Colonial director, extended 
greetings to those in attendance. He 
paid tribute to the leadership of Presi- 
dent Richard B. Evans and all members 
of the combination agency team. He said 
Colonial directors and officers are not 
going to spare anything in order to give 
Colonial field men the modern sales 
tools they will need in the days im- 
mediately ahead and promised everything 
would be done to cooperate with the 
man on the sales line. With the fine 
spirit, will and determination demon- 
strated here by the field men attending 
the conference, he predicted, “Colonial 
is going places and nothing can stop us!” 

W. Thomas Fiquet, vice president, 
Ordinary agency department gave an 
insight into the country’s future in 1970. 
Barring war or some other catastrophe, 
he said, “the United States would be 
bigger and greater than ever before.” 
He said, “our population was 150 million 
in 1950 and in 1965 we will ‘have 190 
million. By even more conservative esti- 
mates, we should reach the 250 million 
mark not long after 1970.” This may 
eventually mean greater wealth for 
everybody provided the cost of living in- 
dex did not go up much higher. 

In summary, he said: “Our market will 
be Jarger but different—consisting of 
many of the very young and more of 
the older. It will also consist of a very 
considerable number and proportion of 
gainfully employed older women. There 
will be new markets in new places. There 
will be more ready-made fulfilment of 
basic needs, which means that the needs 
we shall be providing for will be of the 
more complex variety, demanding dif- 
ferent appeal.” 

One of our great advantages, in the 
Colonial, Mr. Fiquet said, “lies in the 
flexibility of our operations—our ability 
to adapt and our ability to pinpoint our 
methods for specific people and specific 
problems.” 


Holgar J. Johnson on Importance of 
Adequate Coverage 


Adjustment to economic and social 
trends is going to be far more important 
to both the life insurance business and 
its policyholders, during the next few 
years than in any recent period of time, 
Holgar J. Johnson, president of the In- 
stitute of Life Insurance, told Colonial 
agents. He emphasized, “that the pace 
of social and economic change has ac- 
celerated steadily in recent years and 
probably will be further intensified in 
the five to ten years ahead, which, he 





said, promised to be among our most 
turbulent. Vast chanyes will be taking 
place on the industrial front and in the 
farm field, with resultant shifts in the 
make-up of our work force. We will be 
seeing more people in technical jobs, 
more women at work, more young people 
moving into jobs, more senior citizens, 
higher income levels, greater job com- 
petition and still further advanced 
standards of living. All of these trends 
will have an impact on family planning 
of life insurance and in the marketing 
side of life insurance. 

“The degree to which we adequately 
serve the public is the determining factor 
in the long run, as to whether or not 
the public honestly believes we are doing 
the job that should be done. Recently 
the Institute did some research in order 
to determine whether or not we are to- 
day adequately serving the American 
public to the degree that we should be 
serving them. When I discuss adequacy 
with you, I am discussing it from the 
point ‘of view of trying to improve your 
economic structure within the business. 
Secondly, it will give your company 
greater ane within the business as 
you more adequately serve the public, 
and thirdly, and more important, it will 
determine ultimately whether or not the 
public recognizes the fact that our busi- 
ness is doing the job that should be done 
for the American people.” 

Mr. Johnson urged the Colonial agent 
to “get yourself so thoroughly imbued 
and enthused with the advantages that 
life insurance has, that you in turn, can 
understand what constitutes adequacy. 
When you are calling on your customers 
and your policyholders you will be 
thoroughly imbued with what life in- 
surance can do and there will be enough 
contagion between your enthusinsm and 
your custonrer so the public will recog- 
nize the question of adequacy immedi- 
ately. We in the life insurance business 
have a terrific responsibility to provide 
adequate coverage to the American 
people. This is our responsibility and 
unless we do it nobody else will. Always 
recognize the need for adequacy of cov- 
erage with your customers and I am 
sure they in turn will recognize it.” 


Private Health Insurance 


“Federal legislative proposals to pro- 
vide Government-sponsored medical care 
for Social Security beneficiaries would 
impose a heavy tax burden on the public 
and constitute a severe test of all vol- 
untary insurance,” said Robert R. Neal, 
general manager of the Health Insur- 
ance Association of ‘America. 

Mr. Neal said that the most serious 
problem facing the insurance business 
is the possibility of Federal intervention 
“The voluntary insurance system as a 
whole faces a severe test and the initial 
focus is in the area of health insurance,” 
Mr. Neal said. If the Government enters 
this area, he continued, “it is easy to 
speculate and logical to conclude that 


other fields of insurance—workmen’s 
compensation, the casualty lines, indeed 
life insurance itself—coud suffer the 
same incursion of Government.” 

Faith in Debit System 
Richard D. Nelson, executive vice 
president outlined the- history of the 
combination companies over the last 


three decades as compared to strictly 
Ordinary companies, pointing out the 
improved position of the former in the 


industry and particu! arly the percentage ~ 


of Ordinary life insurance sold by the 
combination companies. He explained 
several reasons for this result, and then 


listed nine pieces of evidence of Co- 
lonial’s faith in the debit system, among 
which were new buildings for branch 


offices, the creation of a field managers 
training school, the substantial increase 
in the number of debits in the last few 
years, and the many promotions in the 
field force since its last conference one 
year ago. 

New Group Coverage 


Richard G. Mulholland, manager of the 
Group department announced the intro- 


developments in 


of two new 
Colonial’s Group insurance coverage. The 
first innovation was the introduction of 
coverage for Groups -from four to nine 


duction 


lives. Previously ten lives was the 
smallest Group which could be consid- 
ered. 

Another major development was the 
introduction of Group insurance which 
will be sold through Colonial’s combina- 
tion agents on a debit basis. The new 
plan to be sold on the debit basis will 
provide coverage for life insurance; ac- 
cidental death and dismemberment in- 
surance; loss of time insurance for em- 
ployes; and health insurance benefits 
for employes and dependents. Health in- 
surance benefits are available on a first 
dollar or major medical benefits basis. 
There are also new coverages to be sold 
on a notice and receipt basis which pro- 
vide benefits similar to those described 
for the combination agents debit sales. 


New Visual Sales Course 


A new sales training program for Co- 
lonial agents was introduced by Frank 
N. Viscardi, field management consultant. 
The new sales program ent titled “You'll 
Earn a Fortune” is a visual training 
technique devised to help Colonial agents 
present and close a simplified life insur- 
ance program on a single interview 
basis. 

Mr. Viscardi was assisted by a panel 
of Colonial field representatives who had 
previously field tested this new _tech- 
nique. The panel consisted of: Frank 
Gentile, Brooklyn; Dunbar Janson, 
Jamaica; Albert Posa, Brooklyn; Alex- 
ander Russo, Brooklyn and Melville 
Sellis, Jamaica. 

Looking Ahead 

President Richard B. Evans spoke on 
“What’s Ahead for the Colonial.” He said, 
“A great deal of this subject had been 
treated most effectively by previous 
speakers who talked about the future 
possibilities for the life insurance and 
health and accident business in the years 
which lie immediately ahead. 

“Our company is engaged jn what I 
like to refer to as a dynamic develop- 
ment program. During the past year the 


Colonial has become licensed for both 
life insurance and accident and health 
insurance in Alabama, California, Del- 


aware, Florida, Georgia, Illinois, Indiana, 


Iowa, Kentucky, Louisiana, Michigan, 
Minnesota, North Carolina, Ohio, Okla- 
homa, Rhode Island, Tennessee, Vir- 


ginia, West Virginia, Wisconsin, and the 
District of Columbia. And we have sev- 
eral applications pending in other states. 
I might say this is going to have a 
tremendous impact on our combination 
agency division. 

“There is a great deal of activity in 
our Ordinary agency departinent in the 
area of our expanding brokerage services 
to Chubb & Son agents and brokers. 
This also is a part of our dynamic de- 
velopment program since we have al- 
ready established brokerage service man- 
agers known as resident superintend- 
ents in many key geographic centers in 
the East. Others will be established as 
we inove ahead. You are going to hear 
more and more about this dynamic de- 
velopment program in the coming 
montlis as it unfolds. To be sure I get 
more excited as new projects are in- 
itiated and what eventually it will mean 
to all of the Colonial family as we move 
along.” 

Honor NQA Winners 


Colonial’s National Quality Award win- 
ners were honored at the closing lunch- 
eon—the largest number to be so desig- 
nated in the history of the company. 
This year, 88 Colonial agents or 24% of 
the combination agency field force re- 
ceived this award. 

W. Sheffield Owen, CLU, vice presi- 
dent for business development, Life In- 
surance Company of Georgia, was the 
principal speaker at the NQA luncheon. 
His topic was “Take What You Want.” 
After paying tribute to the large num- 
ber of Colonial qualifiers, he said, “every 
agent needs two things-——a goal and a 
plan in order to succeed. Most men are 
too easily satished and permit them- 
selves to move along aimlessly in medi- 
ocrity.” 
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‘Pan-American Top Actuary 


E. F. HOLTZMAN 


Three promotions in the actuarial de- 
partment have been announced by Pan- 
American Life. E, F. Holtzman, for- 
merly associate actuary, has been named 
senior actuary with general supervision 
over all activities of that department. 
James R. Gillan and Richard M. Fridley 
have been elevated from assistant ac- 
tuaries to actuaries. 

Mr. Holtzman is a graduate of Univer- 
sity of Michigan and has been associated 
with Pan-American Life since 1920 at 
which time he joined the company as a 
clerk in the actuarial department. In 
1923 he was named assistant actuary and 
again in 1952 was promoted to associate 
actuary. In addition to his supervisory 
duties, Mr. Holtzman is responsible for 
all company budget reports, reserve 
bases and liabilities, profits abroad and 
at home, Latin American statements and 
taxes and the actuarial phases of Pan- 
American’s underwriting. 





Northwestern Mutual Life 
New Agents Career School 


Forty-two of the most successful 
newer agents of Northwestern Mutual 
Life, representing 17 states, are in Mil- 
waukee, October 19-30, attending a two- 


week career school at the firm’s home 
office. The agents are studying ad- 
vanced areas of life insurance under- 


writing, according to Harold W. Gardi- 
ner, superintendent of education and 
field training, who has been in charge 


of the semi-annual career school since 
its inception 12 years ago. 
The course includes life insurance 


fundamentals, the latest underwriting 
techniques, and Northwestern Mutual’s 
newest practices. In addition, special 
sessions are devoted to family income 
planning, partnership and corporation in- 
surance, retirement plans and pension 
trusts. 

A certificate will be awarded to each 
who successfully completes the 


agent 
course. 





N. Y. Rules on $100,000 
Group on One Employe; 
Others Get $1,000 


To receive an interpretation of what 
constitutes a Group life case as defined 
in the New York law which could pre- 
sumably stand up for Federal income 
tax deductions, President Henry K. Gut- 
mann, CLU, of New York State Asso- 
ciation of Life Underwriters, wrote to 
Superintendent Thacher of New York 
State and received a reply from Deputy 
Superintendent and Chief Counsel Ray- 
mond Harris. According to Mr. Gut- 
mann, it is not uncommon to find a non- 
contributory Group life policy issued to a 
single employer engaged in a small busi- 
ness with from 10 to 25 employes with a 
certificate of $100,000 on one employe 
and individual certificates of $1,000 on 
each of the other employes. 

In writing to President Gutmann, Dep- 
uty Harris said in part: 

“You inquire whether this contract to 
which you refer meets the standards of 
the New York Insurance Law. Having 
in mind the provisions in paragraph (a) 
of subsection 1 of Section 204 which re- 
quires that the employes insured under 
a Group life policy issued to an em- 
ployer shall be covered upon some plan 
which will preclude individual selection. 

“For the purpose of compliance with 
the provision that the amount of insur- 
ance on each person shall be based 
upon some plan which will preclude in- 
dividual selection, it is our construction 
that there should be a consistent pattern 
in grading the amounts of insurance, 
such as by grading the amount of insur- 
ance according to years of service or the 
amount of salary. Otherwise, individual 
selection as is illustrated by the case 
which you cite, is not precluded. Inas- 
much as there is only one individual 
who may be covered by $100,000 it should 
be obvious that the gradation of insur- 
ance for this situation does not preclude 
individual section. It is, therefore, my 
opinion that the above mentioned case 
does not conform with the standards of 
Section 204. 

“In view of the above disposition of 
your question by applying the specific 
statutory provision relative to the grad- 
ing of amounts of insurance in a Group 
life insurance policy I do not consider it 
necessary to pass on the question 
whether the form would involve unfair 
discrimination contrary to Section 209 
of the insurance law.” 





H. H. Landon, Jr., Has Joined 
Robt. E. Clancy Agency, N.Y. 


Henry H. Landon, Jr., CLU, has been 
appointed by Robert E. Clancy, general 
agent, Massachusetts Mutual Life in 
midtown New York, as manager of the 
newly established employe benefit plan 
department in his agency. Mr. Landon 
will specialize in sales and service of 
formal and informal pension plans, cor- 
porate insurance and all lines of Group 
coverage. 

A graduate of Yale University, he 
started his life insurance career in the 
Group department of The Travelers in 
1946. He was recently an account execu- 
tive in the employe benefit plan depart- 
ment of Johnson & Higgins, New York. 
Mr. Landon received his CLU designa- 
tion in 1954. 





FAST GROWING AGENCY 
NEEDS 
ADDITIONAL SUPERVISOR 


Should have at least 2 years 
sales experience and annual Life 
volume of over $500,000. Age 
30-40. Write in confidence to 
Box 2742, The Eastern Under- 
writer, 93 Nassau Street, New 
York 38, N. Y. 

















NALC Committees to Meet 
In Miami Beach, Dec. 1-3 


Conferences for a number of NALC 
committees have been scheduled for 
Miami Beach, Fla., for December 1-3. 
The meeting date was selected to coin- 
cide with the sessions of the NAIC for 
the convenience of many members whe 
will be attending the sessions of the 
Commissioners. Headquarters and all 
meetings will be held at the Hotel Deau- 
ville. 

There will be a meeting of all NALC 
members attending either the committee 
events or visiting the NAIC proceed- 
ings. 





To Honor Chas. E. Becker at 
Civic Luncheon in Springfield 


Chas. E. Becker, president of Franklin 
Life, Springfield, Ill., will be honored at 
a civic luncheon November 13 in that 
city which is being arranged by a local 
citizens committee. 

This luncheon is in the nature of a 
salute to Mr. Becker, tlie committee says, 
“for his phenomenal accomplishinents 
during the two decades he has served as 
president of Franklin Life.” The com- 
mittee deems it particularly fitting that 
this tribute be paid on his own birthday 
(November 13) and in his company’s 
75th anniversary year. 





Study of Body Build 


(Continued from Page 1) 


cantly higher mortality than that asso- 
ciated with each of these conditions 
separately considered. 

A history of two or more cases of 
early cardiovascular-renal disease in the 
family, is also associated with markedly 
higher mortality, particularly from heart 
disease. 

Relative Weights of Men and Women 


The weights of women in their twen- 
ties average at least five pounds less 
than three or four decades ago. In fact, 
women of all ages now tip the scales 
several pounds lower. This is partly 
due to lighter clothing but reflects 
mainly the established vogue of slender- 
ness that has outmoded Lillian Russell 
as the ideal figure. 

In contrast, the average weights of 
short and medium height men in their 
twenties and thirties are now about five 





~~ LOOK TO NORTHEASTERN LIFE 


... FOR OUTSTANDING SERVICE TO BROKERS 
As a convenience to policyholders, Northeastern Life has developed a new "“CHECK-O-MATIC" 
premium payment plan. Broker inquiries on the selling points of this economical and convenient 
plan will be answered promptly. 
Eapenioe 


ontact Delbert Dumont, 


program provides opportunities for qualified General Agents 
ice President and Director of Agencies 





Qualified Life 
Personnel Available for 
Immediate Assignment 


""A"'—General Agent or Agen- 
cy Mgr.—Successful production 
man, 12 years’ experience, com- 
petent trainer and recruiter. 

"B'—CLU, CPCU — experi- 
enced all lines. Ideal for multi- 
line company management spot. 


"C''—Energetic CLU, personal 
producer, ready for supervisor or 
assistant agency manager spot. 
Prefers Philadelphia. 


"D" — Mortgage loan repre- 
sentative, age 33, nine years of 
diversified mortgage loan and 
real estate investment experience. 


Prefers Philadelphia. 

For complete details in confidence, 
write or phone— 
VAaAvVayv 
CITY COMPUTING PLACEMENT 
PAUL S. MILLER, MANAGER 


320 Penn Square Bidg., Phila. 7, Pa. 
LOcust 8-1163 LOcust 8-1164 


“From TRAINEE to EXECUTIVE" 











pounds ‘higher. 


men has been generally smaller. While 
the proportion of overweights has 
changed little over the years in_ both 
sexes, the proportion of men who are 
underweight has diminished, while the 
proportion of underweiglit women has 
increased appreciably. 


Average weights for both men ant 
women increase with advance in age 


through the fifties. However, the patter 
of the increases in weights is different 
in the two sexes. Men start putting on 
weight in the twenties and level off in 
the forties, but women stay slim into the 


thirties and do not usually start putting) 


on weight until after the mid-thirties. 
Men with weights 
7 


higher mortality; those weighing 2 
25% 


pounds above average are subject to 2) 


excess mortality, while weights 50 pounds ; 
with al 


above average are associated 


Women were found to be able to stant 
added weight better than men. In bot! 
sexes the lowest mortality at ages ove! 
30 is found among those 15 to 20 pounds 
below average weight. In the 


teens F 





The increase in men'sf 
weights at other ages and also for tallf 


20 pounds aboveh 
average incur a penalty of about 10%) 
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Director of Agencies 
For New England Life 





GEORGE G. JOSEPH 


George G. Joseph, co-general agent in 
Newark for New England Life, has re- 
turned to the home office in Boston, as 
director of agencies, president O. Kelley 
Anderson announced. 

Mr. Joseph, a graduate of Wooster 
College, joined New England Life as an 
agent in Toledo in 1946, after four years 
service in the Navy. He was transferred 
to Newark as a supervisor in 1949 and 
went to the home office in 1951, later be- 
coming assistant superintendent of agen- 
cies. Since 1952 he has been co-general 
agent in Newark with C. Vernon Bowes. 
The Bowes and Joseph agency won the 
company’s President’s Trophy in 1955. 

He is past president of the New Jersey 
Life Underwriters Association, Newark 
Life Supervisors Club, Newark Under- 
writers Association, and Newark Gen- 
eral Agents and Managers Association. 

Mr. Bowes will continue as the com- 
pany’s sole general agent in Newark. 





United States Life Offers 


Practical Politics Course 
_ An “Action Course in Practical Pol- 
itics,” aimed at encouraging United States 
Life executives to take more active parts 
in public affairs, is being offered by 
United States Life in a series of nine 
two-hour workshops which begin this 
month and continue through June. The 
company’s assistant general counsel, Saul 
Lesser, will be discussion leader for the 
group of 25 key employes. 

President Raymond H. Belknap, in 

announcing plans for the course, said, “It 
has long been my belief that too few 
American businessmen take an active 
interest in politics. This completely non- 
partisan course is designed to stimulate 
Participation in public affairs without re- 
gard to party persuasion or political likes 
and dislikes.” 
_ United States Life is one of the first 
msurance companies to offer the work- 
shops which are being presented in co- 
operation with the United States Cham- 
er of Commerce. The group met Octo- 
ber 19, in the company cafeteria, and will 
continue the first Monday of each month 
thereafter. Refreshments will be pro- 
Vided by the’ company. 

The kick-off course has been made 
available to a limited number of officers 
and department heads. President Bel- 
Knap has said, however, that he hopes 
ultimately to include a wider range of 
Participants. 

The last meeting of the series will fea- 
_ guest politicians from the local, 

nty and state levels, who will be on 
to answer questions relating to 


their fields, 


Boklan Anniversary 


Boklan Associates, New York, 
were tendered a luncheon on the anni- 
versary of their appointment as the first 
general agency of American Life of New 
York on October 15. 
served to introduce the new audio-visual 
sales equipment which will made 
available brokers of the Boklan 
Agency serviced by both their New York 
and Newark offices. 

The Boklan Agency is one of the larg- 


Inc., 


The occasion also 


be 


to 


est producers for the rapidly growing 


Life York 


been a consistent contest winner since 


American of New and has 


first signing a contract. a year ago. 
Among those present were the principals 
of the agency, Albert A. Boklan, Sey- 
Walter C. 


Representing the company, Paul E. Van 


mour Paskow and Epstein. 
Horn, CLU, executive vice president, and 
Robert G. 


general agencies. 


Horton, superintendent of 


DIVISION SUPERINTENDENT 

Frederick Wright, OLU, has been ap- 
pointed eastern division superintendent 
of Bankers Life of Nebraska. Mr. 
Wright will spend a month at the home 
office in Lincoln, Nebr., before returning 
to his new regional office in Philadelphia. 

Starting as a field representative with 
a major eastern company, Mr. Wright 
later served as supervisor and general 
agent. In 1953 he was elected an officer 
of the company and appointed director 
of new organization. 





“Planned Living is beginning to 
prove that it could also be called a 
‘Planned Career in Selling,’ be- 
cause if an agent will master the 
Planned Living presentation he can 
and will become a successful life 

insurance man.” 
Walter C. Leck, General Agent 
Chicago 




























































































































































































BY STATE MUTUAL\VOF AMERICA 
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— has captured the imagination of the Company 
— has touched off a vigorous campaign of field support 
— has matured into the better way approach in less than a year 


— has stimulated these typical remarks from each of our 


national sales zones 














“The great lift that Planned Living 
has given our Agency, particularly 
in the area of the ‘package sale,’ 
has thoroughly convinced us of its 
true worth as a sharply-honed and 
competitive sales aid.” 
C. Bruce Albert, Manager 
Seattle 





© 





STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA 





“The practical sense and appeal 
of Planned Living compels a hear- 
ing in every instance and almost 
always secures a favorable inter- 
view...this professional approach 
places our salesmen in a preferred 
position.” 
Richard F. Wagner, C.L.U. 
General Agent, Boston 





“Planned Living is the most sensible 
and interesting sales procedure we 
have ever used...in weeks, our new 
men are gaining the confidence 
and poise of veteran underwriters 

in their interviews.” 
W. Birch Douglass, General Agent 
Richmond 





“Planned Living has been accepted 

by our Agency as the inteiligent 

approach to satisfying our clients’ 

present and future needs within 
one excellent visual aid.” 

Frank Rabinow, Manager 

Valley Stream, Long Island 





Worcester, Massachusetts 
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Pan-American Promotions 


In Latin American Dept. 





GARZA 


OSCAR G. 


Three promotions in the Latin Amer- 
ican department of Pan-American Life, 
New Orleans, have been announced by 
Fritz G. Lindley, vice president of the 
department. The promotions are: Oscar 
G. Garza from sales promotion super- 
visor to director of publicity; Frank A. 
Carrico to supervisor of tri uining; and 
Donald W. James to agency secretary. 
All three new officers will be headquar- 
tered in the home office in New Orleans. 

Mr. Garza joined Pan-American in 
1958 as sales promotion supervisor for 
the Latin American department. Prior to 
that he was advertising manager for a 
Mexican insurance company. In his new 
post he will supervise Pan-: American’s 
sales promotion, advertising. and publicity 
in 14 Central and South ‘American coun- 
tries in which the company has offices. 

Mr. Carrico became associated with 
Pan-American in 1956 as a field repre- 
sentative in Honduras, C. A. In 1957 he 
returned to the home office as adminis- 
trative assistant to Mr. Lindley. He will 
be in charge of the training program for 
all field representatives in the Latin 
American branch offices. 

Mr. James joined the company in 1958 
as an assistant to Mr. Lindley. Formerly 
with Mutual Of New York, he has 
passed the first two actuarial examina- 


tions and in the year he has been with 
Pan-American has passed all LOMA 
examinations to receive his associateship 


He will handle 
between the 
America and 


from that organization. 
all administrative details 
field organization in Latin 
the home office. 


Mr. Garza and Mr. Carrico are both 
bilingual, speaking both English and 
Spanish, while Mr. James is trilingual 


speaking Spanish, English and Chinese. 





N. Y. Life Group Office in 
Downtown New York Opened 


New York Life has opened a new en- 
larged downtown Group insurance office 
at 100 Church Street, New York. The 
office will continue the policy of serv- 
ing brokers exclusively, said Raymond 
C. Johnson, vice president in charge of 
marketing. 

H. Roy Johnson is manager of the 
new office. New York Life has 50 Group 
offices throughout the U nited States and 
Canada and another office in New York, 
at 450 — Avenue, which serves the 
company’s agents in the metropolitan 
area, 


APPOINT JOHN E. DeCEW 


John E. DeCew has been appointed 
American United Life agency manager 
in Flint, Mi ichigan. Mr. DeCew has been 


in the life insurance industry five years 
as special agent and division agency 
manager. 





Variable Annuities May Be 


Sold in New Jersey Nov. 2 
Charles R. Howell, New Jersey Bank- 
ing and Insurance Commissioner, has 
announced that he has approved the 
rules and regulations for issuance of 
variable annuity contracts in that state 
effective November 2. Insurance com- 
panies planning to market such policies 
will submit their forms to the depart- 
ment for approval. The Prudential led 
the fight for passage of the bills author- 
izing variable annuities in that state but 
it could not be learned how soon the 
company will offer such policies for sale. 





Healthy Progress Made by 
Life Assurance Co. of Pa. 


Sherman J. Edelman, executive vice 
president of Life Assurance Co. of Penn- 
sylvania, reports that in its first year 
and a half of operation (up to August 
31) the company has built up paid Or- 
dinary business in force of $15,500,000. 
This represents a total of 995 policies 
written, some of which were on the 
“Life Paid-up at 95” plan. Mr. Edelman 
further reports a favorable experience 
on minimum deposit business written in 
1958 which shows a persistency of 89.4%. 
He felt that this was a tribute to his 
agency force in underwriting selectivity. 

In its first full year, Life Assurance 
of Pennsylvania produced $11,400,000 in 
Ordinary business (up to December 31, 
1958) of which only $111,000 was in Group 
business. In its A. & H. department, 
paid business for the first year up to 
last December 31 totaled $51,000. Since 
then paid A. & H. premiums have in- 
creased to $107, 000 with an expected goal 
of $175,000 by the year- end. 

Optimistic on this year’s results, Mr. 
Edelman expects that the company’s life 
production will top $18,000,000 of Ordi- 
nary and $2,000,000 of Group by Decem- 
ber 31. Application is being made to 
enter several additional states in 1960, 
and field operation will be on a general 
agency basis as it is now in Pennsyl- 
vania and Delaware where the company 
is operating. 





General American Names 


W. E. Powell in Pittsburgh 


William E. Powell, Jr. has been ap- 
pointed a general agent in the Pittsburgh 
—e Agencies of General American 
ite, 

Mr. ‘Powell has been associated for the 
past four years with Franklin Life and 
prior to that, with Western and Southern 
where he was an associate manager. He 
attended Boston University and served 
three years in the Infantry during World 
War II. The new General American Life 
general agent is a member of the Amer- 
ican Legion. 

Pittsburgh is one of several metropoli- 
tan areas in which General American 
Life operates “multiple agencies” with 
several sales organizations operating in- 
dependently. yet sharing supervisory and 
training facilities. Director of the muI- 
tiple agencies in Pittsburgh is William D. 
Stayton. 





Group Specialists Named 
By Mutual Of New York 


Mutual Of New York has promoted 
David E. Harrison of the Philadelphia 
Group office and Frederick M. Siegfried 
of the Cleveland office to Group and pen- 
sion specialists in their respective offices. 

Mr. Harrison succeeds Frank Cough- 
lan, who has resigned as head of the 
Philadelphia Group office. Mr. Harrison 
joined MONY in January, 1958, and has 
been assistant specialist since last June. 
He is a graduate of Tufts College. 

Mr. Siegfried has been an assistant 
specialist for MONY since April, 1958. 
He is a graduate of Kent State Uni- 
versity, in Ohio, and the William Mc- 
Kinley School of Law. 








KENNETH C, NICHOLS 


Kenneth C, Nichols and Frank P. 
Woodruff have been elected second vice 
presidents of The Prudential. 

Mr. Nichols’ responsibilities will lie 
in Group sales, the field in which he has 
spent his entire company career. He 
joined Prudential in his native Los An- 
geles in 1949, following graduation from 
University of California. In 1956, he was 
transferred to Minneapolis and promoted 
to director of Group sales and service 
at the company’s regional office there. 
He was promoted to executive director of 
the Group insurance department in the 





FRANK P. WOODRUFF 


Newark home office in 1958. 

Mr. Woodruff joined Prudential in 
1930, after attending Pratt Institute and 
working in the architectural design field } 
for several years. He was named execu- 
tive director of architecture and engi- 
neering in 1952. He will assist in the | 
supervision of the home office buildings 
and plant department, and will continue 
to coordinate the design and construction 
of the company’s regional office buildings 
and its building and modernization pro- 
gram in Newark. He is a member of f 
American Institute of Architects. 





John Hancock Sets New 
Group Annuity Rates 


John Hancock Mutual Life has an- 
nounced its lowest Group annuity rates 
in over 15 years. These are made possi- 
ble by an improvement in the interest 
factor for the major Group annuity 
coverages, with this factor ranging from 
3% to 3%%, depending on the plan. 

Part of a general program of expan- 
sion of the company’s Group annuity 
operations, the new rates were an- 
nounced by Vice President Victor A. 
Lutnicki at a week-long seminar at the 
Bald Peak Colony Club, New Hamp- 
shire. 

Liberalized underwriting rules include 
a reduction of the advance election pe- 
riod for the contingent annuitant option. 
Maximum annuity limitations have been 
removed, and minimum and maximum 
funding limits for employer contribu- 
tions on deposit administration business 
have been geared to Treasury Depart- 
ment tax deduction limits. In addition, 
minimum size limits have been reduced 
for fund type plans. 

Improvement has been made in com- 
mission schedules by the addition of a 
service fee, payable concurrently with 
the regular commission to those writing 
agents acting as pension specialists on 
their business. Actuarial fees for pen- 
sion actuaries on fund-type business are 
also provided. 





NAMED DISTRICT AGENT 

V. Sydney Carlson has been appointed 
district agent in Valparaiso, Ind., for 
Indianapolis Life, according to Agency 
Vice President Arnold Berg. Active in 
the life insurance field since 1947, Mr. 
Carlson i is a former teacher and principal 
of several schools in Indiana. He is a 
graduate of Indiana State Teachers Col- 
lege. 

He is a past-president of he Calumet 
Association of Life Underwriters, and 
currently is a director of the Indiana Ac- 
cident and Sickness Underwriters Asso- 
ciation. He also is a life and qualifying 
member of the Indiana Leaders Club. 


Bankers National Leaders 


Take Cruise to Bermuda 
Seventy leading Bankers National Life 
producers and many of their wives were 
aboard the Swedish-American Line's 
M. S. Kungsholm on a six-day cruise 
from New York to Bermuda and return. 
These producers are members of the 
company’s President’s Club. 

Also on board were Ralph R. Louns- 
bury, chairman; John D. Brundage, CLU, 
president, and ‘Mrs. Brundage; William 
F. Good, agency vice president, and Mrs. 
Good; R. Donald Quackenbush, director 
of agencies, and Mrs. Quackenbush; Hj 
Carlyle Freeman, vice president, agency | 
supervision, and Regional Directors of 
Agencies Walter Rogers, John Monahan f 
and Robert Hunt. 

“Back to Fundamentals” was the 
theme of this year’s biennial meeting of 
the President’s Club. Two of the busi- 
ness sessions featured Ralph Engelsman, | 
co-editor of Probe and consultant, as} 
the principal speaker. é 

Sixteen of the President’s Club mem- 
bers represent the company’s leading | 
agency, Underwriters Service Agency of f 
Connecticut. Bernard Kaplan and Alvin 
A. Wells, managing agents of the Con- 
necticut Agency, participated in the pro- > 
gram, as did Agents Morris Weil of F 
Connecticut, Robert Sidell, Maryland, 
and General Agent Clayton Lundquist, 
Illinois. 





Cc. M. MAXWELL DEAD 
Charles M. Maxwell, 57, former pres! 
dent of the Des Moines Association 0! § 
Life Underwriters, died recently of @ 
heart attack at Mercy Hospital in Des} 
Moines. He was formerly state manage! 
for Connecticut General Life, having fe- 
tired in 1954, although he served the 
company in an advisory capacity unti 
his failing health caused him to resign 
in 1956. 

He was associated with the Equitable 
Life Assurance Society at Stuart am 
Ottumwa, Iowa, before moving to Dé 
Moines in 1935. 
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Julian Schweizer ; 





No personal insurance program is 
complete without GUARANTEED RE- 
NEWABLE ACCIDENT AND HEALTH. 
Are your clients fully covered? Offer 
them the finest at low cost from our 
complete series of modern, flexible 
plans, Call me teday for details! 


JULIAN SCHWEIZER 


JAFCO 
LIFE AGENCY, INC. 
MU. 4-5779 


General Agents 


EMPIRE STATE MUTUAL LIFE 
INSURANCE COMPANY Jamestown, N.Y. 





New LOMA Members 


The Life Insurance Company of 
Alaska, in Anchorage, is the first Alas- 
kan insurance become a 
member of the Life Office Management 
Association, Roy A. MacDonald, manag- 
ing director, announced. Eight other 
companies, including one in South Africa 
and one in Puerto Rico, were also ap- 
proved for membership at a recent meet- 
ing of the association’s board of direc- 
tors during the LOMA’s 36th annual 
conference. Total LOMA membership 
has now reached a record high of 366, 
Mr. MacDonald reported. 

The new member companies and their 
chief executive officers follow: 

American Investment Life, Nashville, 
D. L. Connett, chief executive officer; 
Caisse Nationale d’Economie, Montreal, 
F, Eugene Therrien, president; Global 
Life, Toronto, Norman E, Phipps, presi- 
dent; Independent Life and Accident, 
Jacksonville, Jacob F. Bryan, III, presi- 
denit; International Life of the Amer- 
icas, San Juan, Puerto Rico; Juan 33 
Soto, president; Life Insurance Company 
of Alaska, Anchorage, Tom S. Browder, 
president; Montreal Life, Montreal, H 
H. Turnbull, president; Rondalia Assur 
ance Corp. of South Africa, Limited, Pre- 
toria, Christo A. Bisschoff, managing di- 
rector; Standard Life Assurance, Mont- 
real, G. T. Westwater, general manager 
for Canada, 

Home offices of LOMA member com- 
panies are located in 112 cities in 46 
states; 11 cities in six provinces of Can- 
ada; Washington, D. C.; Puerto Rico; 
and 23 foreign countries. 


company to 





Guardian Life Appoints 


Greensboro General Agent 
Guardian Life has opened a new gen- 
eral agency in Greensboro, N. C., with 
Wade V. Clifton, Jr, as manager. A 
native of Durham, N. C., Mr. Clifton at- 
tended Duke and Tulane Universities. He 
entered the life insurance field in 1949, 
and was a staff manager for The Pru- 
dential in Winston-Salem prior to his 
Guardian appointment. 
_Mr. Clifton is a member of Phi Kappa 
Sigma and of the Greensboro Life 
Underwriters Association, 


Struble, Leggett, McMillen, 
Huntley, Promoted By Travelers 


Four actuarial promotions at The 


Travelers have been announced by Vice 
President and Actuary Milton J. Wood. 





WILLIAM J. STRUBLE 


William I. Struble, accident and Group 
actuarial department, and Richard A. 


ROBERT H. McMILLEN 


Leggett, life actuarial department, wer 
appointed actuaries. Robert H. McMillen 


and John W. Huntley were promoted to 
associate 
Group 


and 
four 


accident 
All 


actuaries in the 


actuarial department. 





RICHARD A. LEGGETT 


men are Fellows of the Society of Actu- 
aries. 





JOHN W. HUNTLEY 


Le with 
the life actu- 


Mr. Struble 
The Travelers in 


became associated 


1938 in 





Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 









PERSON. 





qualified General Agents in selected areas 


optional hospital-surgical-medical benefits. Sickness 
benefits from one year to Age 65 —- Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 


Expansion program provides openings for 





LoyaL Protective Lire INSURANCE COMPANY 
BOSTON 15, MASSACHUSETTS 












WEST COAST 
PENSION DEPT. SUPERVISOR 
$13,500 


Position is with nationally-known or- 
ganization with an A-I reputation in the 
Pension Field. Employer has given us fol- 
lowing specifications: 


Prefer an Associate in the Society of 


at least five year in Pension Field. 


We recommend this position highly to 
an individual desirous of functioning in 
a dual capacity—both inside techniccl 
matters and working with clients. 


Absolutely confidential handling of ail 
inquiries. Very comprehensive listings for 
men with Actuarial background, enabling 
them to "select their own job.'' Write 
for "HOW WE OPERATE."’ No obliga- 
tion to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 














arial department. In 1951, he was ap. 
pointed assistant actuary and was named 


Actuaries, age to 40 with background of | 


CP A: 





associate actuary in 1954. A veteran of 
more than three years’ service with the 
Air Force in World War II, he was 
separated from active duty as a_ Ist 
leutenant. A native of Minneapolis, he 
was graduated from St. Thomas College, 
St. Paul, with a B.S. degree and did 
graduate work at Iowa University. He is 
a member of the American Pension Con- 
ference. 

Mr. Leggett was graduated from Trin- 
ity College with a B.S. degree in math- 
ematics. He started ‘his actuarial career f 
in the life actuarial department in 1939 
and during World War II joined the Air 
Force. He received training in meteor- 
ology at Mass. Institute of Technology 
and served as a weather officer in New- 
foundland and Greenland. After World 
War II, he returned to The Travelers 
and was appointed assistant actuary in [ 
1951 and in 1956 was appointed an as- f 
sociate actuary. He has been active in 
the educational program of the Life Of- F 


fice Management Association where he > 


has served as chairman of the examina- 
tion committee, the educational council, 





and as director of the Association. Mr. 
Leggett is a Lt. Colonel in the Air Force 
Reserve. 

Mr. McMillen joined The Travelers in 
1946 as an actuarial student in the life 
actuarial department. In 1957, he was 
named an assistant actuary. He received fF 
his B.A. degree from Michigan State 
University in East Lansing and is a 
veteran of four years’ service with the F 
Army in World War II. : 

Mr. Huntley has been with The? 
Travelers since 1951 when he joined the § 
company as an actuarial student. He was § 
appointed an actuarial assistant in 19567 
and the following year was named an as- F 
sistant actuary. Mr. Huntley received his 
B.S. degree from St. Lawrence Univer- 
sitv, Phi Beta Kappa, in Canton, N. Y.— 
Prior to joining The Travelers, he was} 
a member of the faculty at Paul Smith’s § 
College, Paul Smith, N. Y. " 





Colonial Promotes DeCicco 

Appointment of Albert A. DeCicco a 
sales promotion supervisor of the com- 
bination agencies department for Colonial © 
Life was announced by Richard D. Nel 
son, executive vice president. 

Mr. DeCicco, a native of Hammonton, 
N. J., began his life insurance career I 


1954 as an agent with Colonial Life's 
Vineland, N. J., branch office. As am 
agent, he qualified for attendance 


at the company’s business conferences 
and for membership in Colonial’s Presi 
dent’s Club—an honor production club 
He also qualified for the Quarter Million 
Dollar Club. He was transferred to the 








sales promotion department at the home 
office in East Orange in October, 1958. & 

Mr. DeCicco was an instructor in the 
life Underwriters Training Council ™§ 
Vineland and has studied various instr & 
ance courses at Rutgers University "f 
Camden. 
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Assistant Vice President 


Named by Franklin Life 





WILLIAM A. RIGSBEE 


William A, Rigsbee was elected an 
assistant vice president of Franklin Life, 
Springfield, Ill. 

A native of Durham, N. C., Mr. Rigs- 
bee joined Franklin Life in 1956. He 
has been administrative assistant to Vice 
President R. A. Frederick since Febru- 
ary, 1957. 

Mr. Rigsbee is a veteran of World 


War II. He was graduated from Duke 
University in 1950 with a degree in 


business administration. 





American Heritage Life 
Would Control Reliable 


American Heritage Life Insurance Co. 
will acquire ownership of Reliable In- 
surance Co., a fire and casualty concern, 
under a stock exchange arrangement an- 
nounced at Jacksonville, Fla. American 
Heritage said it had registered 360,000 
shares of its common stock with the 
Securities and Exchange Commission, to 
be issued in exchange for substantially 
all of Reliable’s common stock. 

About two-thirds of Reliable’s 57,500 
outstanding shares are owned by Ameri- 
can Title Insurance Co., Miami, and 
most of the remainder is held by two 
Swiss corporations, 

The exchange agreement was an- 
nounced jointly by W. Ashley Verlander, 
American Heritage president, and Jo- 
seph Weintraub, American Title chair- 
man. Mr. Weintraub said the Swiss 
owners also have agreed to the trade. 
He directs U. S. operations of Swiss Na- 
tional Insurance Co., Ltd. 

After the exchange is completed, the 
new American Heritage shares will be 
offered to the public, with Merrill Lynch, 
Pierce, Fenner & Smith, Inc., and Pierce, 
Carrison, Wulbern, Inc., the latter of 
Jacksonville, as managing underwriters, 
according to Mr. Weintraub. While the 
price has not been set for this offering, 
Mr. Weintraub said the “consideration” 
will be about $4.1 million. 





Joins Midland National 

Arch H. Aukerman, Cedar Rapids, 
Iowa, a veteran of 21 years in the insur- 
ance field, has been appointed field su- 
pervisor for Midland National Life of 
Watertown, S. D., according to Midland 
National’s agency head, George R. Max- 
well, assistant vice president. 

Mr. Aukerman has been doing special 
assignment work, recruiting, training, as 
well as personal production for another 
life company in Cedar Rapids for the 
past seven years. In his new position, 
Mr. Aukerman will recruit, train and 
supervise Midland National Life agents 
in eastern Iowa, southern Illinois, parts 
of Wisconsin, and southern Minnesota. 





HEARD On The WAY 











W. S. Hendley, Jr. of Columbia, S. C., 
new president of the National Associa- 
tion of Life Underwriters, was guest of 
honor at the annual “Tom Grant Break- 
fast” held during ALC Convention by the 
Business Men’s Assurance Co. at the 
Edgewater 'Beach Hotel. 

At this breakfast, Mr. Hendley was 
making his first appearance before a 
group of senior officers of life insurance 
companies since his election September 
2 


More than 175 persons were present. 
The guests included representatives of 
insurance companies primarily from the 
Middle West and West, and representa- 
tives of insurance associations and the 
trade press. W. D. Grant, executive vice 
president of BMA, presided. 

Occurring during the 50th anniversary 
year of the Business .Men’s Assurance 
the “Tom Grant Breakfast’ was the 24th 
such event sponsored by ‘BMA to honor 
a newly-elected NALU president. The 
practice of holding this breakfast at the 
time of the American Life Convention 
each year begun by the late W. T. Grant 
who founded BMA in 1909. 

Mr. Hendley’s talk was gracious and 
felicitous. He did not announce any 
NALU news, but briefly sketched its 
position on several subjects. 


John D. Moynaham, Jr., has been pro- 
moted to be a Group sales supervisor in 
Chicago. His father, who is manager of 
West Suburban District, Chicago, Metro- 
politan Life, is a former president of 
National Association of Life Under- 
writers. John D., fr., a cum laude gradu- 
ate of Notre Dame, majored in English, 
had service in the Army and _ joined 
Metropolitan after leaving college. 


Uncle Francis 








to negotiation. 








Companion Life Announces 
An Insurability Option 


Companion Life of New York has an- 
nounced to its field forces the guaran- 
teed insurability benefit which is in the 
form of a rider that may be added to 
any new whole life or endowment pol- 
licy maturing at age 40 or later, on 
standard lives from ages 0 to 37. If 
added to a family policy, the guarantce 
applies only to the husband. 

Option dates available under _ this 
benefit start at age 25 and occur every 
three years through age 40. The new 
insurance policy purchased under the 
option is obtainable without evidence of 
insurability provided the application is 
made within 60 days immediately pre- 
ceding the option date. The new policy 
will be effective on the option date pro- 
vided the first premium has heen paid. 

The new policy may he any of the 
plans of insurance written by the com- 
pany at the time the option is exer- 
cised, except term insurance. Disability 
and accidental death benefits may be in- 
cluded in the new policy only with the 
consent of the company. 

Introduction of this new feature has 
been handled by special meetings at 
each Companion Life agency. It has 
been received enthusiastically. 





SMALL GROUPS 


POLICY ISSUANCE 


TEL. MArket 2-2888 


E. D. LISTER 
State Manager 


“HERB" GRAY 


Service Manager 





Specialists in Health Insurance 


INDIVIDUAL AND FAMILY 
HOSPITAL - 
LOSS OF TIME 


GUARANTEED RENEWABLE 
“MAJOR" COVERAGE 


Complete Local Service 
ALL HOME OFFICE FUNCTIONS 


AMERICAN HEALTH 


INSURANCE CORPORATION 


NEW JERSEY STATE OFFICE 
60 Park PI., Newark, N. J. 


“LET US BE YOUR A & H DEPARTMENT" 


MEDICAL - SURGICAL 


OVER-AGE PLANS 


CLAIM PAYMENT 














Interested in Management? 


Established New York City agency interested in young, suc- 
cessful career agent to assist in recruiting and training of college 
graduates under 25 years of age. Organized program leads to full 
supervision and management opportunity. Salary plus bonus—open 


Write us about yourself in detail. Address Box 2732, 
The Eastern Underwriter, 93 Nassau St., New York 38, 
N. Y. 














THE LEE NASHEM AGENCY 
“The Major League Agency" 


(Mutual Benefit Life Insurance Co., 
Newark, N. J. 


TO BROKERS 

We pay 55% + nine 5's vested on 
Ordinary Life! 

Extremely high immediate cash 
values on about 20 different types 
of contracts. 

One year incontestable—not two. 

COME IN AND SEE US! 











“LEE NASHEM AGENCY 


110 East 42nd Street 
New York 17, N. Y. 





Third Twin City Agency 


GERALD P. SCHOENFELDER 


Gerald P. Schoenfelder, CLU, has been © 
appointed general agent in Minneapolis 
for Occidental Life of California. His 
is the third Occidental office in the Min- 
neapolis-St. Paul area, the others being 
the company’s Minneapolis branch, man- 
aged by Orlie L. Long, Jr., and the J. F 
Peter Devine agency, St. Paul. ; 

Mr. Schoenfelder joins Occidental after 
a seven-year association with Equitable 9 
in Mason City, Davenport and Minne- » 
apolis. He leaves Equitable as district § 
manager. 


Equitable Unit Managers 

Equitable Life Assurance Society has 
announced the appointment of 10 uml 
managers, effective October 1. The ap §& 
pointees, their headquarters and agency 
affiliations are: 


ho AR 








eee 


Winfred G. Strother, New Londom, 
Conn. (E, B. Roberts, New Haven); 


Robert Lee Cozlin, Washington, D. ¢ 
(J. N. Sullivant, Washington); Carol L. 
McBride, Elyria, Ohio, and Orlo H 
Smith, Canton, Ohio (both M. B. John § 
son, Akron); H. B. Parsons, Oklahoma § 
City (T. F. Edmunds, Oklahoma City), § 
and Thaddeus P. Coleman, Jr., Castré 
Valley, Calif. (W. W. Beeson, Oaklan¢). 
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One of Fanny Brice’s cleverest acts 
was to call The Man from Equitable 


Fanny Brice’s wit swept her through comedy suc- 
cesses on stage, screen, and radio. Her wisdom led 
her, among other things, to call The Man from 
Equitable. Like many other famous entertainers 
she wanted not only continuous protection, but 
guaranteed funds that could be used for emergen- 
cies, retirement, and so forth. Today more people 





Living Insurance from EQUITABLE 


are buying this Living Insurance than ever before. 
And more people are hearing about it, too—on 
DOUGLAS EDWARDS WITH THE NEWS, Over the entire 
CBS-TV network, and on OUR AMERICAN HERITAGE 
on the full NBC-TV network. ©1959 The Equitable 
Life Assurance Society of the United States. Home 
Office: 393 Seventh Avenue, New York 1, N. Y. 
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Excelsior Advances 


Executive Staff Men 


FOUR ASST. GENERAL MANAGERS 


Crockford, Fraser, Fisher Get Title; 
Carnegie Treasurer on Johnston’s 
Retirement; Other Promotions 

As Excelsior Life Insurance Co. of 
Toronto prepares to enter its 70th anni- 
versary year, A. Bruce Matthews, presi- 
dent, announces several promotions 
within the organization. 

Morgan S. Crockford becomes 
ant general manager and secretary. 





assist- 


He 


joined Excelsior Life in 1926, became ad- 
vertising manager 


in 1928, 


assistant sec- 





MORGAN S. CROCKFORD 


1944, and since 1947 has been 
of the company. Known 
throughout the life insurance fraternity 
for his extensive visits to home offices 
in United States and Canada, he recently 


retary in 
secretary 


served as president of Life Insurance 
Advertisers Association during its 25th 
anniversary (1958). He is a Fellow of 
Chartered Institute of Secretaries of 


Canada. 


chairman of Canadian Planning Commit- 
tee of LOMA, he is a Fellow of Life 
Management Institute. 

The title of assistant general manager 
in a Canadian company is comparable to 
that of vice president in American busi- 


ness. 

M. K. Kenny, CLU, who has been 
assistant general manager and director 
of agencies since 1953 continues in that 
senior capacity. He has been prominent 
in the activities of Life Insurance 
Agency Management Association. 

A. P. Johnston, Treasurer, Retires 

After 35 years of distinguished wren 
as an executive of Excelsior Life, Alex 
P. Johnstqn, treasurer, retired on i 
tember 30 under the company’s pension 
plan, and will enjoy more leisure time 


s 





GEORGE R. FRASER 


to follow his spare-time pursuits, includ- 


ing many leadership roles in United 
Church of Canada. 

Mr. Johnston joined the company in 
1924 as accountant after other business 
experience following his service in the 
Canadian Army during World War I. 
Later he became chief accountant, was 


appointed assistant treasurer in 1944, and 
since 1950 has been treasurer, heading 





ALAN D. CARNEGIE 


George R. Fraser becomes assistant 
general manager and actuary. Joining 
the company upon graduation from Uni- 


versity of Toronto in 1928, he became 
assistant actuary in 1949 and actuary in 
1957. He is a Fellow of Society of Ac- 
tuaries. 


H. ‘Reginald Fisher has been appointed 
assistant general manager and comptrol- 
ler. He has been with Excelsior Life 
for more than 34 years, in accounting, 
agency, and planning departments, be- 
coming comptroller in 1957. A_ past 


assistant 


treasurer, 
cial division and a member of the execu- 
tive ofhcers committee. 


D, RIDDLE 


JAMES 
He 


the investment division. is a certi- 
fied public accountant. 

Succeeding Mr. Johnston as treasurer 
is Alan D. Carnegie, who has been an 
treasurer since March, 1957. 
Carnegie joined the investment de- 


Mr. 


partment in 1949 after going to Canada 


following service as a captain in the 
British Forces in the Far East and in 
West Africa during World War II. As 


he becomes head of the finan- 





Six Additional Officers 


Likewise to prepare for expanding 
operations, President Matthews _ an- 
nounced the creation of six additional 


officerships. 

James D. Riddle, who has been under- 
writing executive since March, 1957, be- 
comes an officer and a member of the 
executive officers’ committee as head of 
the underwriting division. He joined the 
company in 1932 upon graduation from 

, University of Toronto and has headed 
the home office underwriting activities 
since 1944. 

Sidney H. Cooper has been named 

associate actuary and will be in charge 


of the actuarial department. For 
years prior to going to Canada and 
Excelsior Life early in 1958, he was 





ALD FISHER 


H. REGIN 
assistant actuary of Phoenix Insurance 
Co. in London, England, where he was 
widely experienced in Group activities. 
He is a Fellow of Institute of Actuaries 
(England). 

John C. Gaines has been appointed 
associate treasurer. He joined the com- 
pany in 1928 and has spent his entire 
career in the accounting area. Named 
chief accountant in 1952, he became an 
assistant treasurer in March, 1957. He 
is also a certified public accountant. 

James A. Kerr becomes associate sec- 
retary. He, too, has spent his entire 
business lifetime with Excelsior Life, 
which he joined in 1932, subsequently be- 
coming supervisor, policy department. 
In 1948 he became personnel manager, 
and since March, 1957, has been assist- 
ant secretary. He is also a Fellow of 
the Life Management Institute. 

Donald T. Loucks, general superin- 
tendent of agencies, has been made an 
officer of the company. Likewise, his 
business career since leaving university 
in 1946 has been with Excelsior Life, 
principally in its agency operations. A 
CLU, he was appointed superintendent 
of agencies in March, 1957, 

Dr. Milton H. Henderson has been 
named associate medical director. He 
joined the company in 1953 and became 
assistant medical director during 1954. 


Omaha General Agent 


Robert L. Lassett has been appointed 
general agent in Omaha for Washington 
National, according to an announcement 
by P. W. Watt, president. 

3efore entering the insurance field, 
Mr. Lassett spent 14 years in govern- 
ment law enforcement work. Late in 
1955, he began his insurance career with 


Washington National as an agent in 
Omaha. 
In the four years that he has been 


with the company, he has been one of 
the top five producers of a national sales 
force three years in . row. He has 
qualified for both the National Quality 
Award and the company’s President’s 
Club in 1956, 1957, and 1958. 





John Hancock Loan 
Repayment Protection 


NEW PLAN IS NOW AVAILABLE 
Conditions of Eligibility; Cost to Policy. 
owner for Additional Protection 


Will Be Modest 


A new loan repayment protection plan, 
has been announced by the John Han- 
cock as a means of preventing impair- 
ment of life insurance protection in cases 
where policy owners find it necessary to 
borrow their Ordinary policy 
equities. 

In event of a death claim on an Ordi- 
nary policy which has loan repayment 
protection, this coverage will operate to 
repay the existing loan indebtedness, 
Thus, the full value of the Ordinary pol- 
icy, unimpaired by the loan, will be avail- 
able to the beneficiary. 

Cost of this additional protection will 

vary according to the attained age of 
the insured at the beginning of each pol- 
icy year up to age 64, the highest age for 
which the coverage is available. Since the 
protection is being provided on a Group 
one-year Term basis, the cost to the 
policyowner will! be modest. 

The protection will not be available for 
those policies on which the one-year 
Term dividend option can be used to pro- 
vide comparable coverage, and at present 
the coverage is being restricted to in- 
stances where the owner of the policy is 
the person insured. 

This additional John Hancock protec- 
tion has been made available in connec- 
tion with policies in the Ordinary and 
monthly debit branches, as well as retire- 
ment annuities, pending in certain states, 

Other conditions of eligibility include 
the requirements that (1) the sum in- 
sured be less than $25,000 or ‘(regardless 
of the amount) have a date of issue be- 
fore September 1, 1947: and (2) that 
there be enough loan value available on 
the policy to cover the premium contri- 
bution for loan repayment insurance 
that will be due on its next anniversary. 
Also a loan must be in existence, or it 
must be being established concurrent 
with the application for loan repayment 
insurance 


against 





State Mutual Life Third 
Quarter Life Sales Up 24% 


Individual life insurance sales for 
State Mutual Life of America during the 
third quarter of 1959 were 24% above the 
same period a year ago, while September 
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sales were up 31% and set an all-time 
record for that month. It was the sixth 
consecutive monthly record established 
by the agency force of the company. 

Individual life sales for the first nine 
months of 1959 rose almost 14% to a 
total of $159;896,000. 

September was also a record month 
for sales of the company’s inte 
sickness and accident policies. S. & A 
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Agency | 


sales were 21% ahead of the same month ; artford, 
last year, while nine-month totals for the § ember, 19. 
year were 62% more than the compar- #a given 


able 1958 figures. Se eptember was State 
Mutual’s 22nd consecutive record month 
for sales of S. & A. contracts. 





Washington National 









ighland — 


Phoenix 


V 


, Ge c 
Holds Group Convention jh.s ie, * 
Washington National, Evanston, Ill, he Lincol} 
held its annual Group department con- Life at 20 ] 
vention recently in San Francisco. he past 20 
of the fieldmen and home office person- fhed for the 
nel associated with the Group depart 961 three 
ment attended the five-day convention. any leac 
Forty-seven wives accompanied their gradua 
husbands. p! Banking 
Speakers included P. W. Watt, presi ec 0 


dent of Washington National; C. H. 
Kendall, executive vice president; Theo 
Heckel, vice president in charge of the 
Group department, and Howard E. Nevo- 
nen, CLU. president of the Washington 
National General Agents Association. 
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Houston General Agent 






























EDWARD C. BOCK DEAD 

Edward C. Bock of Short Hills, N. J., 
an Equitable Society unit manager, died 
recently at the age of 56. He was with 
Equitable’s Howard C. Petith Agency, 
Newark. 

Mr. Bock joined the Society in 1938 
as an agent with the former William H. 
Masterson agency. He earned production 
club ratings during 20 of his full 21 years 
with the company, reaching Million Dol- 
lar Club membership in 1954. He was ap- 
pointed a unit manager in 1944. 


NAMED STAFF SUPERVISOR 

Earl C. Jordan, general agent for Mas- 
sachusetts Mutual Life at One La Salle 
Street Building, Chicago, has announced 
the appointment of Stephen W. Edwards 
as staff supervisor. In his new position, 
Mr. Edwards will assist Mr. Jordan in 
the recruiting and training of new per- 
sonnel, 

A native of Hartford, Mr. Edwards 
attended the North Shore Country Day 
School there and was graduated from 
Colorado College in 1957. He entered 
the insurance field the same year. 


MONY Sales Up 16% 


In the first nine months of 1959, Mu- 
tual Of New York registered total life 
insurance sales of $731,484,656, a 16.1% 
rise Over the corresponding 1958 period. 

Individual Ordinary life insurance sold 
through September 30 totalled $582,191,- 
323, including dividend additions. Module 
Ordinary principally (policies sold to 
members of _ professional groups) 
amounted to $77,500,000 for the three- 
quarter period and Group life sales were 


$71,778,000. 































FOR YOU 


Well-balanced General 
Agent’s Contract 
providing liberal 
overwriting and liberal 
expense allowance. 


PLUS 


Friendly, effective Home 
Office assistance to help 
you in your Recruiting, 
Training, and Agency 
Building Program. 


| Vested Renewals. 


2 


© 
MUTUAL’S 


Agent’s Contract 
Induction Program 
Sales Packages 


Free Group Life Insurance. 


gil STRIKE IT RICH! 


You can “Roll a Strike’’ every time with Columbus 
Mutual’s Agent’s Contract, Induction Program, 
and Sales Packages—because your agents make 
money and you make money with: 


Top Commissions on Leading Par and Non-par Policy Contracts. 


Higher Lifetime Compensation in Service Fees. 


| Non-Contributory Pension Plan. 


New Induction Program — completely flexible for 
new agents, established producers, and brokers alike. 


Profitable, success-proven Sales Packages. 
Practical, easy-to-use Visual Presentations. 


Streamlined Rate Books for 
Maximum Production in Minimum Time. 


Unexcelied Aut-O-Check 
and Check-O-Matic 
premium payment plans. 
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. Jack T. Dulworth, CLU, has been 
» for }named general agent for The Paul Re- 
veut (a vole Life at Houston. 

: ' A graduate of Michigan State Univer- 
pro- & . ‘ : 
scent } Sity, Mr. Dulworth entered the insur- 
> ine ig ance business in 1951 as a special agent 
cy is | for Mutual Benefit Life at Jackson, 
‘ » Mich. The following year he transferred 
otec- | t0 Houston as a special agent for Pru- 
inec- | dential. For the past two years he has 
and p setved as division manager for Pruden- 
tire. | tial at_ Houston. A veteran of World 
rates, | War a, Mr. Dulworth is a member of 
clude } the National Association of Life Under- 
1 in- | Witers and a director of the Houston 
dless | Kiwanis Club. 
e be- 

that — 
le on F ° : 

intr: | Washington National Names 
ber Fitzgerald in Minneapolis 
or it — Henry F, Fitzgerald has been ap- 
irrent [pointed general agent in Minneapolis 
ment Zand outstate Minnesota for Washington 

National, according to an announcement 

“by P. W. Watt, president. 

Mr. Fitzgerald began his insurance 
career in 1937 with Washington National 
as an agent in ‘Minnesota. In the next 
4% (20) years he advanced as a district agent 
for Pand then to general agent for southern 
ge the (Minnesota where he built one of the 
e the Pcompany’s leading agencies. 
mber — In 1957 he established a brokerage life 
-time agency for Manhattan Life. The fol- 
sixth lowing year Mr. Fitzgerald became re- 
lished [gional superintendent of agencies for 
= National Union Life, assuming the re- 
nine | SPonsibilities for the recruitment and 
to a training of new general agents. 

) He is a graduate of many life and ac- 
nonth ident and sickness courses of study, in- 
vidual (eluding that of the Life Insurance 
& A. Agency Management Association of 
nonth (Hartford, and most recently, the Sep- 
or the tember, 1959, Agency Management Semi- 
mpat- "ar given by Washington National in 
State /#lighland Park, Ill. 
nonth & 

Phoenix Mutual Appoints 
Vrionis Associate Mer. 
tion | George S. Vrionis, Larchmont, N. Y., 
iti la been named associate manager of 
1, ‘Ill, Bhe Lincoln Agency of Phoenix Mutual 
| con- Bulle at 20 E. 46th Street, New York. In 
All BBhe Past 20 years, Mr. Vrionis has quali- 
erson- fed for the Million Dollar Round Table 
epart- §P" three occasions and been named 

ntion. gency leader 13 times. 

thet § A graduate of the American Institute 
_ pt Banking, Mr. Vrionis is a recognized 
presi: thority on business insurance and is 
* H Pell known among local attorneys, bank- 
Theo Ps officials and trust officers. Active in 
of the ietchester civic affairs he is past ex- 
Nevo- FMted ruler of the Elks in New Rochelle, 
ington ember of the New Rochelle Lions 

on. ub, and the Larchmont Yacht Club, 















AGENCY-BUILDING OPPORTUNITIES in: 


Alabama, Arizona, California, Delaware, Florida, 
Georgia, Illinois, Indiana, lowa, Kansas, Ken- 
tucky, Maryland, Michigan, New Jersey, North 
Carolina, Ohio, Pennsylvania, Texas, Virginia, 
Washington, D.C., and West Virginia. 
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Three Michigan Groups 
Hear B. W. Steinberg 


TALKS ON ESTATE PLANNING 





New York General Agent for Massa- 
chusetts Mutual Featured at 
Meetings in Mid-West 
Three Michigan groups heard B. Wil- 
liam Steinberg, CLU, recently discuss 
various aspects of estate planning meth- 


uae and procedures. Mr. Steinberg is 
president of B. William Steinberg & 


Associates, Inc., general agent in New 
York for Massachusetts Mutual Life. 
“Developing the Advanced Under- 





B. WILLIAM STEINBERG 


writer” was the topic of the talk which 
was featured at the Michigan Life 
Agency Management Conference at 
Michigan State University, East Lan- 
sing. The all-day conference was pre- 
ceded by a dinner the previous = 
at which Michigan Wheelhorses held < 
round-table discussion of mé aia 
problems with the panel of conference 
speakers. 

In his major talk, 
establishment and development of 


Mr. Steinberg urged 


the 
more agencies on an exclusive basis of 
estate planning and advanced under- 


writing, pointing out that although these 
agencies may take longer to reach full 
development, the rewards for all con- 
cerned—agent, general agent and com- 
pany—made the specialization worth- 
while. 

The Flint, Mich., agency of Massachu- 
setts Mutual, Franklin C. Comins, CLU, 
general agent, heard Mr. Steinberg re- 
view the programming methods and es- 
tate planning techniques which could be 
applied by any agent in the field towards 
a successful agency operation at its 
agency meeting. 


Development Reviewed 


Reviewing the development of estate 
plz Anning as a profession in the past dec- 
ade, “Estate Planning—Wiho Needs It,” 
was the title of the address to the Flint 
Estate Planning Council. Not only is 
this a need for the wealthy client, the 
speaker pointed out, but also with the 
1941 development of broader estate and 
gift tax laws, the average estate owner 


now has an important need for plan- 
ning. 
Mr. Steinberg is president of the New 


York CLU Chapter, a member of the 
board of directors of the Life Under- 
writers Association of New York City, 
and is co-author with Stuart A. Monroe 
of “Practical Property Planning —A 
Workbook in Estate Planning for the 
Life Underwriter.” He is also an in- 
structor in estate planning at the School 
of Insurance. His agency, which spe- 
cializes exclusively in estate planning 
and advanced underwriting sales, in- 
creased its production from $6 million in 
1957 to more than $26 million in 1959. 





Made Agency Secretary 





T. L. COBINE 


T. L. Cobine has been elected agency 
secretary of Equitable Life of Iowa. 

A native of Illinois, Mr. Cobine gradu- 
ated from Shurtleff ‘College, Alton, Ill, 
in 1948 following service in World War 
II. He took postgraduate work at Kan- 
sas City University for two years, and 
then was a high school teacher and bas- 
ketball coach in the Kansas City area. 

In 1951, he joined the H. A. Hedges 
agency of the Equitable Life of Iowa in 
Kansas City. Following three years of 
field experience, he was brought in to 
the home office to assist in education and 
training activities and in 1957 was ad- 
vanced to agency assistant. 





OLD EQUITY’S NEW POLICY 

Old Equity Life has issued a new 
family life plan, designed to cover every 
member of the family from 6 months to 
6514 years inclusive. Announcement was 
made by Orrin M. Neiburger, president, 


at Old Equity’s executive offices in 
Evanston, Ill. The family life plan is 
issued in minimum amounts of $1,000 


and maximum amounts of $5,000 for each 
member of the family. The policy is 
issued on a non-medical basis. 





HEADS PORTLAND, ORE. OFFICE 

Fred L. Booth thas been appointed 
manager of Occidental Life of Cali- 
fornia’s Portland, Oregon branch office. 
He succeeds Jack Barry, who retired as 
manager recently after heading Occi- 
dental’s Portland operation for 19 years. 

Mr. Booth has been with Occidental 
since 1954. He was named assistant man- 
ager in 1956. 





APPOINT HENRY V. SEGER 
Henry V. Seger, CLU, has been named 
general agent in the Houston area for 
Lincoln Liberty Life, President Lloyd M. 
Bentsen, Jr., announced. Mr. Seger, who 
was selected for the post after serving 
more than nine years in Houston as an 
agency manager, will manage all Lin- 
coln Liberty Life sales activities in a 

15-county area surrounding Houston. 





ISSUES NEW FAMILY POLICY 

California Life announced a new family 
policy which calls for but one premium 
based only on the face amount of insur- 
ance issued to the husband. Minimum 
age elegibility has been reduced to 18 
years. Maximum is 45 years. The new 
family policy is being issued in face 
amounts of from $5,000 to $25,000 in 
multiples of $2,500. 





Their production pace has been main- 
tained this year, production through 
September showing an increase of about 
$1 million over 1958. 





C. B. Knight Agency to Hold 


Seminar on “Subchapter S” 

The Charles B. Knight Agency, 225 
Broadway, New York, will hold a special 
seminar to explore the new sales area 
opened up as a result of the recent fed- 
eral law permitting corporations to be 
taxed substantially like partnerships, 
known as “Subchapter S.” Discussion 
leader will be Milton H. Stern, well 
known tax attorney. 

The seminar, to which all friends of 
the agency are invited, will be held in 
the Astor Hotel College Room, October 
29 from 3 to 5 P.M. It is explained that 
it will be more than a technical analysis 
as there will be opportunity to partici- 
pate in a round table. 





Equitable in Puerto Rico 

Equitable Life Assurance Society an- 
nounced extension of its services to 
Puerto Rico, establishment of a head- 
quarters for the entire Commonwealth 
in the Center Building, Santurce, and the 
appointment of Rafael J. Raldiris as 
manager. Entrance into Puerto Rico is 
part of the company’s 100.h anniversary 
expansion program. 





C. F. Burnham Advanced 


Charles F. Burnham has been ad- 
vanced to manager of the administra- 
tion division of the Group pensions de- 
partment of Massachusetts Mutual Life. 
A native of Springfield, Mass. Mr. Burn- 
ham was graduated from Technical High 
School in 1931 and is a 1936 graduate 
of American International College 
where he received his B.S. degree in 
business administration. 

Following 10 years in the retailing 
field, Mr. Burnham served for three 
years as treasurer of Burnham Furni- 
ture, Inc., before joining Massachusetts 
Mutual in 1949. He was named super- 
visor in 1954 and assistant manager in 
1956. 

Mr. Burnham is a member of the New 
England Pension and Profit Sharing 
Discussion Group, and is a member of 
the executive board of the AIC Alumni 
Council. 





HEADS NORFOLK BRANCH 

Robert D. Condon has been appointed 
manager of Occidental Life of Cali- 
fornia’s new Norfolk, Va., branch office. 
The new branch replaces the general 
agency of the late Bernard B. _Joyner. 
Occidental is also represented in Nor- 
folk by General Agent James E. Wash- 


ington. 
Mr. Condon moves to Norfolk from 
Occidental’s Richmond branch, where 


for the past 18 months he has been as- 
sistant manager. He represented Mutual 
Benefit Life in Richmond for seven years 
before joining Occidental in 1958. 





Indianapolis Life Gains 

Indianapolis Life’s sales for the first 
three-quarters of 1959 were 20% ahead of 
the corresponding period of last year, ac- 
cording to Agency Vice-President Arnold 
Berg. This represents the highest volume 
of any similar period in the company’s 
54-year history. 

Sales for September were 23% ahead 
of last September, representing the larg- 
est volume for any September in the 
company’s history. 

Top salesman for September was Irv- 
ing Palmer of Indianapolis, while the 
Nate Kaufman of Shelbyville, Ind., was 
the top agency for the month. 





MIDLAND MUTUAL CONFERENCE 

Annual field management conference 
for general agents and supervisors of 
Midland Mutual Life will be held Octo- 
ber 27-30, at Lake Hope State Park in 
Southeastern Ohio. With a theme of 
“Growing Together,” the conference pro- 
gram will include a discussion of man- 
agement principles and specific cases of 
agency building. New manpower and 
training materials will be presented. 
Program participants are to include both 
general agents and home office personnel. 


MONY Names Diefendorf | 
New York City Manager | 





MONROE M. DIEFENDORF 


Mutual Of New York has promoted 
Monroe M. Diefendorf to manager of a 
new agency to “g opened in New York 
City November 1. 

Mr. Diefendorf joined MONY in 19% 
as a field underwriter in the New York 
City (Oberheim) agency. He was assist- 
ant manager of the agency from 1950 to 


October 23, 1959 





Or 





1957, then became project supervisor inf 
the company’s development division. Hef 


has been taking special managerid 
training at the home office since Apri 
The new agency will bring MONY’ 


total number of sales units to 152—13 off 


them in the New York metropolitan area. 


Mr. Diefendorf becomes the third gen-f 


eration of his family to be a MONY 
manager. Both his grandfather and 
father headed the company’s agency in 
Brooklyn. 


Mr. Diefendorf is a graduate of Am > 


herst College, and a veteran of Nava 
service during World War II. 





Appointed at Los Angeles 








JOHN S. ROUSSEAU 


Ohio National Life has appointed Jol! 
S. Rousseau, CLU, as general agent @ 
Los Angeles. 

Mr. Rousseau, a 1949 graduate of Thi 
College, Greenville, Pa., has been in hit 
insurance since that time. He cai 
with Ohio National Life in 1955 as 











gional manager of the Pacific Coast Divi: 
sion and has served, until recently, 
regional agency director of the Eastel 
Division in Harrisburg, Pa. 
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New home pifices 
to house ay 
vibrant & & 
idea... 


Eastern Life’s insurance-in-force has 
almost doubled in the past four years. 
Our home office is now in new and 
larger quarters — equipped with every 
modern facility for handling our stea- 
dily growing volume of new paid-for 


aed 
business! on heart, blood pressure and experi- 


mental cases. Policies offered with 


i te) 
Eastern Life gives all applications the a MES TOE. 


benefit of up-to-the-minute experience 


; piste 2 Test us yourself...... find out how 
with the latest scientific advances in Eastern Life can help you write more 
hygiene and health. We solicit inquiries business. 


GENERAL AGENCY OPPORTUNITIES AVAILABLE IN: Connecticut, Delaware, District of Columbia, Florida 
(except Dade, Broward and Palm Beach Counties), New York and Pennsylvania. 


Communicate with: MURRAY APRIL, Director of Agencies. 


INSURANCE COMPANY 
FASTERN LIFE 2" 


355 LEXINGTON AVENUE NEW YORK 17, N.Y. 
MUrray Hill 7-1920 
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Named Executive Director 
Of Boston Association 





ROBERT H. WOOD 


Robert H. Wood of Hingham has been 
appointed executive director of the Bos- 
ton Life Underwriters Association, Presi- 
Gallagher of Newton, 
announced. He William C. 
Coogan, who has retired. In addition to 
managing the Boston Life Underwriters 
Association, Mr. Wood will 
responsibility for the management of the 
Massachusetts Association of Life Un 
derwriters, New England General Agenis 
& Managers Association, Boston General 
Agents & Managers Association, Boston 
CLU Chapter and Boston Life Insur- 
ance & Trust Counc'l, 

Mr. Wood has been a_ professional 
association manager for nine years. His 
first association job was as executive 
secretary of the Master Home Builders 
Association of Worcester County. Dur- 
ing that period he was one of the par- 
ticipants in organizing the construction 
industry in the relief and rebuilding 
activities after the Worcester tornado of 
1953. He is currently completing four 
years as executive secretary of the In- 
surance Brokers Association of Massa- 
chusetts. During this period the 
association has grown 60% and currently 
has over 2,000 members. He was edu- 
cated at Becker Junior College in 
Worcester and Boston University Col- 
lege of Liberal Arts. During World War 
II he served in the Coast Guard Re- 
serve. Mr. Wood is an active member 
of the American Society of Association 
Executives and the Boston affiliate. 

He has completed a seminar course in 
association management at Northeastern 
Institute for trade organization execu- 
tives at Yale University and has served 
on the institute faculty. 


dent George A. 
succeeds 


assume tie 





TERRENCE HALL’S NEW POST 

Terrence Hall of Pasadena, Calif., has 
been appointed assistant personnel di- 
rector of Beneficial Standard Life of 
Los Angeles, M. C. Hendershot, vice 
president, announced. A native of Wil- 
liamsville, N. Y., Mr. Hall was educated 
at the University of Rochester and Pur- 
due University, and was an active mem- 
ber of Theta Chi and Atlas fraternities. 
He served in the Navy and was dis- 
charged in 1946. Mr. Hall was formerly 
in the personnel department of Sears- 
Roebuck, Los Angeles. 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 














Equitable, Iowa, Increase 

New paid Ordinary life insurance in 
the Equitable Life of Iowa during Sep- 
tember resulted in the largest Septem- 
ber and the largest first nine months in 
the 93-year history of the company, and 
also marked the company’s 13th consecu- 
tive gain month. 

Production for the month amounted to 
$18,130,294, an increase of 26.3% over 
the corresponding month in 1958. For 
the first nine months, the total was 
$141,305,756, a gain of 13.6% over the cor- 
responding period in 1958. 

Life insurance in force in the company 
at the end of September increased to a 
new high of $1,697,597,952. 

The Nashville agency, R. S. 
general agent, placed first among 
company agencies. 


Brown, 
all 





Director Southland Life 

Roy C. Sewell, Sherman, Texas, was 
elected to the board of directors of 
Southland Life. He is engaged in the 
investment business at Sherman, is pres- 
ident of the Urban Land Co., a member 
of the board of the Merchants and 
Planters National Bank at Sherman; and 
a director of the Coca Cola Bottling com- 
panies at Wichita, Kansas, Galveston, and 
Corsicana. 





LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 











REINIS & REINIS 


GENERAL AGENTS 


Manhattan Life Insurance Co. 


50 Court St., Brooklyn 1, N. Y. 
HERMAN REINIS 





Phone: MAin 4-7951 
JOSEPH REINIS 








NAMED BY OCCIDENTAL, N. C. 

Thomas M. Purvis has been named 
regional supervisor for the State of Ar- 
kansas for Occidental Life of North 
Carolina. Occidental has also named 
Eduardo Villarreal, Jr., a district man- 
ager for the State of Texas. 

Mr. Purvis will be located at Hope, 
A-k,and Mr. Villarreal at Laredo, Texas. 

Occidental’s homes offices are in Ra- 
leigh. 








We’re talking about the prospect who thinks 
he is uninsurable, or who may have been at one time. 
Perhaps he’s been declined, or rated too high. 

Manufacturers Life can turn many of these cases into 


sales for you. 


Our pioneering record in underwriting on diabetics, 
ulcers, heart cases and many other impairments puts us 
in an excellent position to make a fair offer to your client. 


Call us for proof. 


BRANCHES IN THE FOLLOWING CITIES: 


Boston 
Hartford e 


Boise 
Flint e 


Baltimore 
Denver ¢ Detroit 


Chicago 
Honolulu e 


Cleveland e Columbus 
Los Angeles e Miami 


e Cincinnati e 
Lansing e 


Minneapolis « Newark ¢ Oklahoma City ¢ Philadelphia « Pittsburgh e Portland e Richmond 


Saginaw e San Diego e San Francisco 


Seattle ¢ Spokane e Washington, D.C. 


Also licensed in Alaska, Arizona, Delaware, Indiana, lowa, Kentucky, Maine, Missouri, 
Montana, Nevada, New Hampshire, Utah, Vermont and West Virginia 


THE 


MANUFACTURERS 


INSURANCE 


LIFE COMPANY 


HEAD OFFICE (Established 1887) TORONTO, CANADA 


101-59 


Memphis General Agent 


H. GLENN HUNT 


H. Glenn Hunt has been named gen- 
Revere Life ant 
Massachusetts Protective Association at 


eral agent for Paul 


Memphis. 


A graduate of University of Kentucky, 
Mr. Hunt entered the insurance busines 


in 1947 as a special agent. 
year he has served the Worcester, 


companies as regional training superviso! 
in their nine-state southern sales region> 
Previously he was district manager forp 


State Farm at Nashville, Tenn. 





Tax Committee Disbands 


The Temporary Committee for 
tion of Mutual Life Insurance 


panies has been disbanded, it was at 


nounced ‘by Louis W. Dawson, its 
man, 
more than a score of mutual life 
ance companies. 


“As its name implies,” Dawson sailf 
“the committee was conceived only as ‘fF 
It was formeé 
in July, 1958, for the limited and tem 

porary purpose of presenting the mutualp 
legislations 
which was about to be considered 
Since the cot PW. Bec 


temporary organization. 


viewpoint on Federal tax 


Congress at that time. 


mittee has now served its intended purp 
pose in connection with that legislation 


it has been dissolved.” 





For the pasth 


The committee was supported by 
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O’TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1946 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 
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Iowa Commissioner’s Career 





951 
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ent 


WILLIAM E. TIMMONS 











| lIowa’s new Insurance Commissioner, 
» William E. Timmons, is an attorney, for- 
| mer prosecutor and veteran of World 
| War II. Born in Stanley, Wis., he is a 
graduate of Loras College, Dubuque, 
» A. B.. and Georgetown University Law 
School, Washington, D. C. 

After admission to the Iowa Bar in 
1951 he practiced law in Dubuque and 
was first assistant county attorney for 
six years. He is a member of the Iowa 
‘Bar, Dubuque Bar and American Bar 
Associations. He was vice commander 
of American Legion and a member of 
' the Governor’s Commission on Human 
» Relations, 1957-1959. He married Vir- 
' ginia McCann and they have five chil- 
» dren, two sons and three daughters. 





Mutual Benefit’s Group 
Sales Increased by 139% 


Group life insurance sales for the first 


1ed gen-F eight iioniths of 1959 have increased 
ife ani 139% over tge same period last year, 
‘ation | Vice Preside t in Charge of Group In- 
ic a 


surance Roby rt C. McQueen of Mutual 
Benefit Life as announced. The figures 













entucky,— were released at the company’s second 

business annual Group insurance sales conference, 

the pate held recently at Oyster Harbors Club, 
» Osterville, Mass. 

T, Mass, Vice President McQueen stated that 

iperviso'f the company’s Group division, now in 

s region— its second full year, paid for $100,796,096 

ager fot of group life insurance between January 

and the end of August, 1959. During the 

same eight months last year the com- 

pany had paid $42,174,152 of Group life. 

The conference consisted of a series 

nds /ot workshops and discussions covering 

a all phases of the Group insurance field. 

or Taxtf} Principal speakers in addition to the 

ce Com vice president were Charles G. Heitz- 

was alr berg, CLU, vice president in charge of 

its chai-f agencies, and William F. Ward, vice 

orted byf president in charge of underwriting and 

fe insul-f 'ssue, 
_— Mutual Benefit Group officials taking 
son saidf fart in the program included director of 


only as if Group Sales James P. Moloney, who 
s formeim served as moderator and assistant di- 
and tem — tectors of Group Sales Raymond C. 
e-mutua Souse and Robert Shapiro. 
-gislationf The company’s nine regional Group 
Jered byf Managers attended. They are: Kennard 
the come Becker, Cleveland district Group 
ded purf Manager; Joseph T. Carberry, New 
gislatio?, ‘England district Group manager; How- 
pard J. Foley, Jr., central regional Group 
Manager; Walter J. Hurley, midwest 
Tegional Group manager; Robert E. Iliff, 
Northeastern regional Group manager; 
Arnold M. Major, New York City re- 
§ional Group manager; V. Paul Ricken, 
Western regional Group manager; Ben 
Thayer, CLU, southern regional 
Group manager, and Minert N. Thomp- 
a Jr., CLU, north central Group man- 
Tr, 












Bookhammer Joins LIAMA 


Robert S. Bookhammer, Jr., has joined 
the research division of the Life Insur- 
ance Agency Management Association to 
work on new products and services as 
they develop in the life insurance busi- 
ness. 

A graduate of the Haverford School, 
Mr. Bookhammer served in the Army for 
three years and then attended Haverford 
College in Pennsylvania, from which he 
graduated in 1957. He joined New York 
Life in September of that year in the 


company’s management training pro- 
gram as an agency trainee in the Phila- 
delphia office. In July of 1958 he be- 
came an agent for the Life Insurance 
Company of North America in Phhila- 
delphia and in November became a sales 
supervisor in the home office. He was 
in this position when he left to join 
LIAMA. 

With LIAMA Mr. Bookhammer will 
do research in the areas of new product 
development and services offered by life 
insurance companies to help LIAMA 
member companies keep informed of 
new activity in the business. 





American Life Increases 


American Life of New York has es- 
tablished a new company record in paid 
for Ordinary life business during the 
month of August. The volume for this 


month alone exceeded the cumulative 


volume for the first eight months of 
last year, while the total in force for 
the first eight months of 1959 exceeds 
the same figure in 1958 by 150%. 
American Life of New York 
affiliate of American Surety Co. 


is an 
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Dynamic Men... Dynamic Product...Dynamic Sales Aids 
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During the year ending March 31st, Mutual Benefit Life sales increased 25% over the previous 
12 months. Outstanding planning, product and people are responsible for this remarkable record. 

To sell TRUE SECURITY, Mutual Benefit Life first selects talented men. They are trained 
and provided with the most comprehensive sales aids in the life field, such as audio-visual presen- 
tations and merchandising tools designed for special business and professional groups like the 
medical market. These selling aids, plus the 114 year reputation of Mutual Benefit Life as the 


‘‘policy-holders’” company, plus the TRUE SECURITY 
concept, combine to help Mutual Benefit Life men increase 
sales day after day. With such consistent sales progress, these 
professionals assure TRUE SECURITY for their families 


and themselves as well as for their clients. 


THE MUTUAL BENEFIT LIFE 






“ Insurance Company 
te for TRUE SECURITY 


MUTUAL BENEFIT 


INSURANCE COMPANY, NEWARK, NEW JERSEY 
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MARK BOWMAN 


Mark Bowman has relinquished active 
agency management duties of the Chi- 
cago agency of Bankers Life of Des 


Moines and will serve as the agency 
manager-consultant. James C. Thomson, 
brokerage supervisor in the Bowman 


agency since July, 1957, will assume man- 
agerial duties of the ‘Chicago- Thomson 
agency, which will specialize in broker- 
age business. 

Concentrating in the advanced under- 
writing area, Mr. Bowman will remain 
in personal production, so he can con- 
tinue to serve his clients. 

Mr. Bowman has been a Bankerslife- 
man for nearly 39 years, joining the Chi- 
cago agency headed by his father as 

a salesman in October, 1920. He was ap- 
jeinted bai manager in 1937, 


The Chicago-Bowman Agency has a 
famous Bankers Life history, one which 
spans more than 45 years under the 





‘Bowman Retires From Management; Thomson Appointed 





JAMES C. THOMSON 


agency management of a father and son. 
One of the early Bankers Life general 
agencies, the Chicago office was estab- 
lished in 1912. Two years later, DeFor- 
est Bowman, Mark’s father, became the 
manager and upon his retirement in 1937 
was succeeeded by his son. 

A native of Des Moines, Mark Bow- 
man went to Bankers Life after attend- 
ing Williams College and Yale Univer- 
sity. 

Before going to Bankers Life in 1957. 
Mr. Thomson served as the assistant 
manager for Continental Assurance in 
Chicago for more than three years. A 
native of Miami, he attended grade and 
high schools in Chicago and graduated 
from Knox College, Galesburg, Ill. He 
also took graduate work at Northwest- 
ern University. 

A U. S. Navy veteran, 
ing 1944-46 


he served dur- 





Life Co. of N. A. Appoints 
Four Agency Managers 


Life Insurance Co, of North America 
has appointed the following service office 
managers: John W. Kelley at Seattle, 
Norman C. Lyman, CLU, at Portland; 
Thomas N. Brown for Alabama, Ray- 


mond A. Williams, Nashville Service 
Office. 

Mr. Kelley joined Life Company of 
North America in 1957 as sales promo- 


He entered the insur- 
ance business 10 years ago as an all- 
lines independent agent. Before joining 
the life company he was director of sales 
promotion and public relations with 
Bankers National Life. He is a graduate 
of University of Pennsylvania. 

Mr. Lyman entered the insurance 
business in 1948 as a sales representative. 
Prior to his association with Life Com- 
pany of North America he was an agent, 
sales supervisor, and a manager with 
Phoenix Mutual Life. He is a graduate 
of University of Oregon. 

Mr. Brown was a brokerage consultant 
with Connecticut General before joining 
Life Company of North America. After 
graduating from Emory University he 
was with Time, Inc., and was in insur- 
ance sales with Allstate Insurance Co. 

Mr. Williams joined the life company 
as field manager in the Columbus field 
office in 1958. Before this he was an 
agency organizer with New York Life. 
He was a salesman for Monroe Calculat- 
ing Machine Company and International 
Latex after graduation from Centre Col- 
lege of Kentucky. 


Shea Advanced by Equitable 


H. Gregory Shea has been made asso- 
ciate manager and acting manager of the 
industrial properties division of the city 
mortgage department of Equitable So- 
ciety. 

Mr. Shea, who joined the Society in 
1949 after considerable experience as a 
financial analyst, valuation expert and 
business consultant, had been assistant 
manager of the division. A 1924 graduate 
of Massachusetts Institute of Technology 
with the degree of B.S. in electrical engi- 
neering, Mr. Shea is past president of 
the Society of Professional Engineers in 
New York City. 


tion supervisor. 





Bankers National Gains 

Bankers National Life, Montclair, 
N. J., reported an all-time high record 
for the month of September with a 98% 
increase in paid-for Ordinary life insur- 
ance this year over the same month in 
1958. New paid-for Ordinary business 
for the first three quarters of 1959 to- 
talled $41,292,437, a 33% increase over 
the third quarter of 1958. 

Total new business, including Group, 
equalled $79,039,596 compared to $54,- 
021,390 for the same period last year. 

Total insurance in force at the end 
of September amounted to $574,914,588, 
an increase of $44,146,130 since the first 
of the year. 


SUN LIFE NAMES SELTZER 

Bertram A, Frank, vice president and 
director of general agencies, Sun Life 
of America, announces that Matthew 
Seltzer has been appointed as general 
agent for Sun Life. Mr. Seltzer main- 
tains offices in the Park Building in 
Pittsburgh. For the past 15 years Mr. 
Seltzer was associated with the Pitts- 
burgh general agency of the John Han- 
cock, 





Two Supervisors Wanted 


Aggressive Canadian insur- 
ance company, expanding rapidly 
in New Jersey, needs a Group 
Supervisor and a Brokerage Su- 
pervisor. 

Compensation interesting. 
Opportunities unlimited. 

Reply to Box 2738, The Eastern 
Underwriter, 93 Nassau Street, 
New York 38, N. Y. Give resume 


of your experience. 











Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 








Levingston and Templeton 


Made Home Life Managers 


Home Life of New York has an- 
nounced two managerial appointments in 
its western sales division. Albert A. 
Levingston, CLU, was — manager 
in Los Angeles and W. Wayne Temple- 
ton appointed manager in Portland, Ore. 

Mr. Levingston became associated with 
Home Life in 1954 as a field underwriter 
in the Richmond agency and was ap- 
pointed assistant manager two years 
later. In 1958 he was named field assist- 
ant, sales, and in that capacity worked 
closely with the company’s southern 
agencies. Most recently he has been 
aiding Vice President John F. Walsh, 
who heads Home Life’s western sales 
division. Mr. Levingston, a graduate of 
the Massachusetts Institute of Technol- 
ogy, served as a captain in the Air Force 
during World War II 

Mr. Templeton brings to ‘his new posi- 
tion over 10 years of experience in life 
insurance sales and management. Start- 
ing as a life underwriter in Spokane, he 
served his previous company in a num- 
ber of field and home office assignments. 
Since 1954 he has been a general agent 
in Portland. Mr. Templeton served on 
the board of directors of the Spokane 
Association of Life Underwriters and is 
currently a director of the Life Insur- 
ance Managers Association of Oregon. 


BERNARD LYONS APPOINTED 





Bernard Lyons, Chicago, has been 
named public relations supervisor for 
Old Equity Life of Evanston, Ill. The 


appointment was announced by William 
J. McKenna, vice president in charge of 
advertising and public relations. 
Mr. Lyons, whose hometown is Peoria, 
Ill., during the past two years did edi- 
torial and public relations work for the 
Catholic Council on Working Life and 
the Young Christian Workers, both based 
in Chicago. 








MORGAN O. DOOLITTLE, 
President 





If you are LOOKING 
For A General Agency Opportunity — 
EMPIRE has a complete line of 
Competitive Plans 


LIFE — HOSPITAL — ACCIDENT AND HEALTH — GROUP 


Licensed in the States of — Colorado, Delaware, District of Columbia, 
Florida, Maryland, Nevada, New Jersey, New York, North Carolina, Ohio, 
Oregon, Pennslyvania, Rhode Isiand, Vermont, Virginia, Washington. 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S. FELT, 
Agency Vice Pres. 







































GUARANTEED 
RENEWABLE A. & H. 
TO AGE 65 


Take Advantage of Our 
Recent Rate Reduction 


Write for Sales Literature 
and Sample Policy 
















WHITE & 
WINSTON 


INC. 


General Agents 


The UNITED STATES LIFE 
INSURANCE CO 


Walsh Chairman of Lunch 
To N. Y. Military Group 


The New York Citizens Committee t 
salute service men and worgen who wert 
in the armed forces will |, held at the 
Hotel Roosevelt Novembe* 10, Chair- 


liam E. Walsh, vice presideut, Equitable 


man of this luncheon cor" ittee is at 


Life Assurance Society. 
on the eve of Veterans’ Day. Amongp 
those expected at the luncheon are: 
Lieutenant General B. M. Bryan, com- 
manding general, 
Vice Admiral Thomas S. Combs, com- 
mander, Eastern sea frontier; Lieuten- 
ant General William Hall, commander, 
Continental air command, and Rear Ad) 
miral H. C. Perkins, commander, Third 
Coast Guard District. Also expected are 


Governor Rockefeller and Mayor Wag) 
Omar N. Bradley and 
General Lucius D. Clay are scheduled tof 


-Lunoe 


ner, General 


attend the affair. 





It will be helif 


First U. S. Army;® 
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New Pacific Mutual Agency 


Pacific Mutual Life has opened a¥ 


agency in Bakersfield, Calif., to handle 
the administration of its activities 
throughout the southern San Joaquit 
Valley. 


Named as manager is John J. Howl 
han, who brings to the post an 18-yea! 
background of sales, supervisory aml 
managerial experience with a_ leading 
Canadian company. He also has beet 
active in the Life Underwriters Ass0- 
ciation of Canada and is a former chap- 
ter president. 

Establishment of the new agency We 








announced by Ralph J. Walker, Pacift 
Mutual vice president, who said it wil 


function in addition to the already actitt : 


Fresno Agency in a predetermined pro 
gram to facilitate , expansion of the com 
pany’s insurance ‘services in all secto® 
of the rapidly developing San Joaqu! 
Valley of central California. 
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F and as an associate manager. 


New chairmen of standing and special 
committees of the National Association 
of Life Underwriters for 1959-60 have 
been appointed by NALU President Wil- 
liam S. Hendley, Jr. ‘ 

Chairman of standing committees are: 

Affairs of veterans and servicemen— 


© Thomas R. Buchanan, agent, New York 
| Life, Washington, D. C.; agents activi- 


tiese—R. Edwin Wood, CLU, agent, 
Phoenix Mutual, San Francisco; associa- 
tions—R. L. McMillon, manager, Busi- 
ness Men’s Assurance, Abilene, Texas; 
constitution and resolutions—David M 
Blumberg, general agent, Massachusetts 
Mutual, Knoxville. 

Compensation—Benjamin D. Salinger, 
CLU, general agent, Mutual Benefit, 
New York; convention— William E. 
North, CLU, manager, New York Life, 
Evanston, IIl.; disability insurance—Paul 
R. Green, general agent, Aetna Life, 
Seattle; education and training—Jack A. 
Stewart, CLU, agent, Phoenix Mutual, 
Cleveland. 

Estate Planning Coordination—R, B. 
Walker, agent, New York Life, Holly- 
wood, Fla.; Federal law and legislation— 
John Z. Schneider, general agent, Con- 
necticut General, Baltimore; field prac- 
tices—Robert W. Frye, CLU, agent, 
Northwestern Mutual, Denver; finance— 
Louis J. Grayson, CLU, agent, The 
Travelers, Washington, D. C.; member- 
ship—Philip Hoche, general agent, Kan- 
sas City Life, Orlando, Fla.; public 
relations—William H. Gatling, super- 
visor, Jefferson Standard, Norfolk, Va.; 
quality business—Ellen M. Putnam, 
CLU, agent, National Life of Vermont, 
Rochester, N. Y.; nominations—Elsie 
Doyle, agent, Union Central, Ft. Lauder- 
dale, Fla.; past national presidents— 
Robert L. Walker, CLU, manager, Penin- 
sular Life, Orlando, Fla.; state law and 
legislation—Francis G. McNamara, man- 
ager, Old Line Life, Waukesha, Wis. 

Chairmen of special committees are: 
Baum, Pro- 
geriatrics— 


Credentials—Herbert J. 
tective Life, Birmingham; 


§ Isaac S. Kibrick, New York Life, Bos- 
' ton; functions and activities—David M. 


Blumberg, Massachusetts Mutual, Knox- 





Sun Life of Canada Holds 


5-Day Agents’ Conference 


Sun Life Assurance Co. of Canada re- 
cently played host to more than 100 


| qualifying agents from all parts of the 
| North American continent at a five-day 


educational conference held in the Lau- 
rentien Mountains. The conference dealt 
with new trends in life insurance, cur- 
rent underwriting problems, marketing 
techniques and programming, and _ in- 
cluded a day’s visit to the company’s 
head office in Montreal where the dele- 
gates were addressed by George W. 


» Bourke, president. 





Agency, Union Mutual 
Marvin S. Lunoe has been appointed 
general agent, Union Mutual Life, in the 
Beverly Hills section of Chicago. A na- 
tve of Lake Mills, Iowa, Mr. Lunoe 
has been associated with the company 
since 1945, both in personal production 
4 He has 
been in the life insurance business nearly 

years. 





_ELGIN A. CLARK DEAD 
Elgin A, Clark, 65, manager of Buffalo 
office of Metropolitan Life for 34 years, 


| died last week in Buffalo General Hos- 


Pital, 

A native of Buffalo, Mr. Clark was a 
Past president of the Western Managers 
Association, Eastern Territory; the Vet- 
‘rans’ Association, Chapter 3, and the 
Buffalo Life Underwriters Association. 
e also was a member of the Buffalo 
ife Managers Association. 


New NALU Committee Chairmen 


ville; Group insurance—David B. Flue- 
gelman, CLU, general agent, Connecticut 
Mutual, New York; elections—George 
Treadway, New York Life, Peoria, IIl. 

Social Security—Albert Adams, 
general agent, John Hancock, Phila- 
delphia, Pa.; special awards—Robert S. 
Clayton, manager, Liberty National, Mo- 
bile, Ala. and A. J. Halloran, manager 
Baltimore Life, Williamsport, Pa. (co- 
chairmen). 


Charles G. Coyle Dies 


Charles G. Coyle, 56, who was recently 
appointed Group manager for Mutual Of 
New York in New Orleans, died there 
recently after a long illness. 

Mr. Coyle had been in the life insur- 
ance field since 1925. He was Group 
department manager for Aetna Life in 
New Orleans, and later established his 
own general agency. He joined MONY 
in February, 1955, as Group-and-pension 
specialist and has headed the New Or- 
leans office since that time. 

He is survived by this wife and three 
children. 





Maurice Axelrod Heads 
American Penn Life of Pa. 


Maurice Axelrod ‘has been elected 
president of the recently formed Ameri- 
can Penn Life of Pennsylvania, whose 
home office is in Philadelphia. Aliso 
elected was George L. Sall as board 


chairman of the company, while Jules 
Axelrod, one of the organizers, was 
named executive director. 

American Penn Life, a legal reserve 
life company, has an initial capitaliza- 
tion of approximately $1,000,000. 








Home 
Ties 


In 1746, at the age of 14, George 
Washington planned to leave home and 
join the British Navy in which his older 
half-brother Lawrence had served. At 
the last moment, tearful entreaties by 
his mother, Mary Ball Washington 
changed his plans. What fateful turn 
would history have taken if the future 
Father of Our Country had become an 
officer of the British Royal Navy? 


This reproduction is one in a series of eleven original oil paintings 


by Walter Haskell Hinton which portray little-known events in the life 


of our Country’s first president, George Washington. 


A booklet containing full-color reproductions of all eleven 


paintings is available upon request. In addition, we hope you will 


visit us and view the original paintings which hang in our 


Home Office gallery. 


Washington National 


INSURANCE COMPANY 
EVANSTON, ILLINOIS 


LIFE 
ACCIDENT ¢ SICKNESS 
GROUP MEDICAL 
HOSPITAL ¢ SURGICAL 
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POLICY RESERVES BIG FACTOR 
IN LOCAL FINANCING 


Life insurance policyholders through 
their policy reserves invested by the life 
companies contribute close to $3,000,000,- 
000 toward state and local financing 
During a time of economic expansion 
when capital funds are needed such in- 
vestments by the companies play a sig- 
the development of a 
community 
facilities, 
arterial 


nificant role in 
wide variety of state and 

educational 
transit streets and 
highways, toll roads and turnpikes, sewer 
and water systems and the rapidly grow- 


recreational centers. 


services including 


systems, 


ing civic 
The aggregate holdings in state, county 
and municipal bonds and the securities 


of public authorities at mid-year 1959 
were over three times the amount in- 
vested ten years ago, according to the 
Institute of Life Insurance. In that 
period there was an increase of over 
$2,100,000,000 in the aggregate of life 
insurance funds on loan to state and 
local governments in the U. S. These 
holdings accounted for about 2.7% of 
the life companies’ aggregate invest- 


ments as of June 30. 

the state and local bond 
the life companies 
that there is a wide geographic distribu- 
tion of these investments. Also some 
companies lave a greater percentage of 
their state and local bond holdings in 
particular categories such as turnpikes 
or educational than have the 
others. 


A survey of 


portfolios of shows 


facilities 


A random cross-country listing of the 
public services financed by life company 


funds would include the flood control 
and water conservation projects in the 
Southwest, classrooms, student unions 
and dormitory facilities in colleges 


throughout the country, the New Orleans 
civic center, the five-mile long Mackinac 
River bridge in Michigan, the twin Ni- 
agara and St. Lawrence projects—one of 
the largest hydro-electric developments 
in the world—turnpikes and toll roads 
stretching from coast to coast, and in 
communities from Maine to California, 
schools, parks, playgrounds, town halls, 
libraries and many other types of civic 
facilities. 


The record home construction and in- 
dustrial development of the past fourteen 
years have resulted in a necessary ex- 
pansion in public service facilities, such 
as water supply, sewage light 
and plants. Helping to finance 
these services were more than 40% of 
the state and local bond holdings of the 
life companies, $1,205,000,000 in amount 
as of June 30. 

The nation-wide network of turnpikes, 
toll roads, arterial highways, tunnels and 
bridges accounted for $909,000,000 of the 
life companies’ bond holdings with more 
than two-thirds of the amount repre- 
senting bonds issues by authorities and 
commissions set up by the states to 
administer transportation facilities. Bond 
issues for bridges, roads and tunnels ac- 


systems, 
power 


(Continued on Page 21) 





Fabian Bachrach 
JAMES BB. \(McINTOSH 


James B. McIntosh, administrative vice 
president of New England Life, has 
been elected to the board of directors 
of the Merchants National Bank of Bos- 
ton. Mr. McIntosh is a trustee of Bos- 
ton University, of which he is a gradu- 
ate, a member of the joint administrative 
board of the Boston University-Massa- 
chusetts Memorial Hospitals Medical 
Center, a trustee of the Suffolk-Franklin 
Savings Bank, a director of the Big 
Brother Association, and a director of 
the Boston Metropolitan Chapter of the 
American Red Cross. He has been with 
New England Life since 1945. 

a « & 


Richard C. VanDusen, personnel direc- 
tor of the Glens Falls Insurance Com- 
pany, was elected president of the Glens 
Falls Chamber of Commerce at the an- 
nual meeting of the chamber’s board of 
directors. 








WILLIAM T. BEADLES, third from left, one of the nation’s leading teachers 
of insurance, has been honored with a surprise presentation by 70 Chartered Life 


Underwriters who are former students of his. 


At a meeting of the Central Illinois 


CLU chapter at Bloomington, Mr. Beadles received a silver tea service engraved 


with the 70 names. 
Life; 


Others above are Morris G. Fuller, president of State Farm 
Frank Figg, local State Farm agent and president of the CLU chapter; Mr. 


Beadles, and Dr. Davis W. Gregg, president of the American College of Life Under- 
writers at Philadelphia. In behalf of the American College, Dr. Gregg presented 
Mr. Beadles with a certificate honoring his 20 years of insurance teaching. Mr. 
Beadles is a member of the National Association of Life Underwriters, American 
Society of CLU’s, American Economics Association, and a past president of the 


American Association of University Teachers of Insurance. 
as dean of Illinois Wesleyan University, and now devotes full time to teaching there. 





Last year he retired 








R. Boyd Thompson has been ap. 
pointed special agent in Haddonfield 
N. J., for the Boston Insurance Group, 
Mr. Thompson has participated in the 
company training program and_ was 
formerly a special agent in Albany, § 
N. Y., prior to this transfer. He joined 
the Boston Insurance Group in August, 
1956. A graduate of Marlboro College 
he served with the United States Navy, 

* x 


James W. bua: Royal-Globe Insur. © 
ance Group fieldman for northeastern 
New York, was presented with savings 9 
bonds to celebrate his 40th anniversary [J 
with the firm October 1. A resident of 
Albany for 37 years, Mr. Delaney is 
past president of the Albany Insurance 


Field Club. 




















* * * 


W. H. Ogren has been promoted to 
fire and marine manager at the Ameri- 


can Insurance Group’s Kansas _ City 
branch office. Mr. Ogren joined the 
American in 1929 at Rockford and 


shortly afterward entered field work. He 
became a special agent in Illinois and 
later in western Missouri, and in 1953 
was named state agent at Kansas City. 
He has served in supervisory capacities § 
in fire and marine underwriting and pro- fF 
duction since then. 
x * Ok 
John C. Orear has been promoted tof 
manager of The American Insurance 
Group’s Washington, D. C., service office. 
In his new position, he will direct the : 
production and administrative activities | 
of the office. Mr. Orear joined the 
group in 1948 and after completing the 
head office training program was name & 
an underwriter at Kansas City. Tw 
years later he was made a special agent 
and served in that capacity until 19%) 
when he was named a supervisor in the} 
head office operations department; infD 
1958 he was promoted to assistant super- 
intendent of that department, _ the 
position he held until his present assign- 
ment. i 
* * Ox i 
Julian Carr, who previously served i i 
the legal department of United Frith 
Co. as a trial counsel, las joined the Newh 
York law firm of Watters & Donovan 
A graduate of Georgetown University i 


1942, Mr. Carr served in the U. S. Nawh 
until 1946 and now holds the rank of 
commander in the U.S.N.R. After hist 





war service he entered Fordham Lav 
School and was graduated in 1948. Hei 
joined United Fruit Co. immediately © 
after graduation. Mr. Carr is a member 
of the New bei si 

William R. hintaan. prominent Bos. 
ton insurance executive, lias been elected J 
chairman of the Cornell Uni versity 
Council, an organization of 250 es ; 
guished alumni which assists the univer 
sity in the development of its resources 
and in other related matters. Mr. Rob- 
ertson, who is a 1934 graduate of Cor-§ 
nell, is general agent for Massachusetts 
Life in Boston and vice president of the 
Massachusetts Mutual General Agents 
Association, and a former president 
the Boston Life Underwriters Associa 
tion, Boston General Agents and Man 
agers Association and Boston Life Ir§ 
surance and Trust Council. 

x * x 

Kenneth J. Thornhill, formerly an it 
vestment officer with Guardian Life, has i 
been made assistant treasurer of the y 
Ford Foundation. He was previously a fF 
sistant treasurer of the ‘Piedmont fl 
nancial Co. 


ee 





* * x 
Devereux C. Josephs, former chait- 
man of New York Life, has ‘been elected 
president of the Board of Overseers « 
Harvard University, succeeding Roy 
Larsen, president of Time, Inc. A met 
ber of the class of 1915 at Harvard, Mr 
Josephs is also chairman of Presidest 
Eisenhower’s Committee on Educatiot 
Beyond High School. 
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New David J. R. Evans Honor 


David John Rowland Evans, elected 
president of Chartered Insurance Insti- 
tute for 1959-60, is general manager of 
Phoenix Assurance Co. of Great Britain, 
and managing director of London Guar- 
antee and Accident. He is one of the 
most noted world insurance managers. 
The Institute, which has a large building 
of its own in London, located near the 
principal British insurance companies, is 
the leading insurance scholastic educa- 
tional organization abroad. 

In 1948 Mr. Evans was awarded the 
Morgan Owen Medal for a paper he de- 
livered on “The Place of British Insur- 
ance in the Post-War Reconstruction 
of Europe and the Far East.” Early this 
year he delivered an address, “Some 
Problems of British Insurance Overseas,” 
before the London Insurance Institute 
ot which he is a vice president. In 1953- 


4 he was president of the Insurance In- 
stitute of the Cape of Good Hope. He is 
also well known to top fire and casualty 
executives on this side of the water. 

The following description of the career 
of Mr. Evans was published this month 
by The Post Magazine & Insurance Mon- 
itor: 

Mr. Evans joined Phoenix in 1920, 
receiving his early training in the for- 
eign fire department, and became an 
FCI. in 1930. In 1935 he was tempor- 
arily transferred to Cuba in connection 
with the establishment of a ‘Phoenix 
branch there in place of the then existing 
agency, and, on his return to the foreign 
fire department at head office he was re- 
sponsible for the Dutch East Indies and 
the Far Eastern branch. He was ap- 
pointed foreign fire superindent on 
January Ist, 1946, and, in the following 
year became an assistant secretary of 
the company with special duties as per- 
sonal assistant to Sir Edward (then, 
E. B.) Ferguson, who was then general 
manager. In 1950 Mr. Evans went to 
Cape Town and in the same year he as- 
sumed responsibility for the Phoenix 
organization there on his appointment as 
manager for Southern Africa. He was 
President of the Council of Fire Insur- 
ance Companies in South Africa for 1952- 
33. On his return to England in 1954 he 
Was appointed assistant manager of the 
company, becoming manager in 1956. He 
has been general manager since January 

1958. In recent years Mr. Evans has 
traveled extensively in the company’s 
service. In 1955 he visited India, Pakistan 
and Ceylon and, later in the same year, 
South Africa, Australia and Malaya. He 
= a return visit to South Africa in 
1956 for the opening of the new Phoenix 
building in Cape Town, which marked 
the completion of a project initiated dur- 
ing his tenure of office in South Africa. 

€ is chairman of Tariff Reinsurances, 
Ltd., City Fire Office, Limited, Fortress 
Insurance Co., Ltd., Northern Maritime 
Nsurance Co. Mr. Evans is married and 
aS one son and two daughters. 


























New Titles for World Managers of 
Royal-Globe 

Directors of the Royal-Globe Insurance 
Group have announced to the British 
press that Charles F. Trustam, formerly 
general manager of the companies, has 
been appointed chief general manager. 

The announcement also stated that J. 
T. Edwards, an assistant general man- 
ager, A. F. O’Shea, London manager, and 
T. H. Smeddles, an assistant general 
manager, had been appointed general 
managers ; further that Mr. O’Shea will 
retain the office of London manager. 

This announcement is of interest to the 
insurance market here, particularly since 
Messers. Trustam and Smeddles are 
frequent visitors to the United States. 


Mr. Trustam is currently here on a 
month’ s visit, having arrived on the 
“Mauretania” on October 9, Clarke Smith 


is the general attorney, United States 
manager and president of the Royal- 
Globe companies in the United States. 

a: ee: 


Background of a Star Student 

One of the educational awards in Great 
Britain most difficult to win is The Sir 
Frederick W. Pascoe-Rutter Prize and 
Gold Medal, named after a former chair- 
man of London & Lancashire who died 
at an advanced age. It is given annually 
by The Chartered Insurance Institute of 
Great Britain. The donor didn’t have 
much of an academic education in his 
early years and in offering a gold medal 
to outstanding young student of insur- 
ance it was to create deeper interest in 
insurance education on these students. 

The winner this year is T. R. G, Burley 
who began his insurance career with the 
Royal at Derby, England, in 1953. 

I think readers of this page will be 
interested in the background of a young 
Briton able to win in 1959 an insurance 
award of such stature. 

From Derby and an eight weeks train- 
ing course in Hoylake, (near Liver- 
pool) Burley was tranferred to the Globe 
in Birmingham. There, he spent 15 
months in the accident department, in- 
cluding accident claims, and next was six 
months in the fire department. At pres- 
ent time he is in the loss of profits de- 
partment of Royal-Globe. Here are some 
interesting points in his career as pub- 
lished by Post Magazine: 

Born on the 6th January, 1930, Mr. 
Burley completed two years’ National 
Service in the R.A.F. in 1950 and entered 
Christ’s College, Cambridge. In 1953, he 
obtained his B.A. (Hons.) degree in the 
Faculty of _Medieval and Modern Lan- 
guages. In 1956 he obtained his M.A. de- 
gree. Mr. Burley won a Chartered In- 
surance Institute prize in 1956 and the 
Stanley Brown Prize in 1957. 

He has also been awarded several com- 
pany and local Institute prizes. This 
year, Mr. Burley has also been awarded 
the Institute Prize for section I] of the 
Fellowship examination. 

His interests and hobbies outside insur- 
ance include modern literature and arts 
generally, European languages, European 
history (especially since 1900), aviation, 
and occasional woodwork and garden- 


ing. 
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TV Film on Safe Driving 


Teen-age TV fans will find it fun to 
learn safe and sane driving techniques 
and attitudes this fall when an enter- 
taining film on safe driving makes its 
television debut. The film, entitled, 
“Tommy Gets the Keys,” had its pre- 
miere showing recently at the National 
Press Club. 

Produced by B. F. Goodrich Co., 
Akron, Ohio, this movie is dedicated to 
making the nation’s youth safer drivers. 
The “keys” Tommy gets are the keys to 
the long-coveted family automobile and 
the family situation depicted in the film 
is echoed in most American homes today. 

The film makes the point that sports- 
manship, plus courtesy and skill are the 
basic ingredients of good driving prac- 
tices. The prediction is that ‘Tommy 
Gets the Keys” will go a long way to- 
ward inspiring young people to a sense 
of responsibility that should accompany 
the gc privilege. 

. Goodrich Co. believes that wide 
use mei ‘its new movie and application by 
young drivers of the life-saving facts it 
presents will help develop driving atti- 
tudes which will reduce the present 
alarming rate of highway accidents. The 
company hopes that every youngster will 
learn—as Tommy does—that driving is 
more fun and much safer if you obey 
the rules for highway safety. 


* * * 


Heads Economics Society 


J. E. ‘Hellgren, third vice president of 
the Lumbermens Mutual ‘Casualty, who is 
the newly elected president of the In- 
surance Economics Eociety of America, 
has been associated with the Lumber- 
mens since 1944. In this period of 15 
years he has served on many important 
committees in organizations devoted to 
development of A. & S. insurance. Edu- 
cated at Northwestern University, he 
started his insurance career in 1927 with 
the Washington National. In the Society 
he has served on its executive. planning 
and finance committees, and during the 
past year he has held the office of second 
vice president. The Society is rounding 
out 17 years of activity, spearheaded by 
a program of vigorous opposition to com- 
pulsory health insurance at both/ the 
state and Federal levels. 

ee as 


Pennell Writing New Book 


I was glad to learn this week that Frtnk 
W. Pennell is writing a new book of 
essays. One reason for this is the fine 
reception his essays published under the 
title “Contentment” in 1949 had resulted 
in a second edition being published in 
1955 that has widened his relationship 
with many persons influenced by the 
writings of this philosopher. 

A former newspaper man, (insurance 


journalism) Frank Pennell went into in- 
surance business where he became a mil- 
lion dollar writer for State Mutual Life 
in this city, not every year but sometimes 
not much below that figure. He is one 
of the few men who has been able suc- 
cessfully to live up to a plan of his own 
conception and programming. 

On recreational trips his time is spent 
largely fishing in lakes, rivers, streams 
and even on such a wide expanse of 
water as off the Gaspe Peninsula, Que- 
bec. Mountains, trees, animal life like- 
wise fascinate him. And on occasions he 
has had plenty of time to observe life’s 
frustrations as well as what its consti- 
tutes its successes. Long contemplation 
on such trips close to nature have 
revealed to him what he regards as the 
real values of life—that the greatest con- 
tentment grows from a deep and constant 
development of all the senses possessed 
of an understanding that brings without 
cost the spiritual values of life “Which, 
after all, are its real values and its only 
genuine riches,” he writes. 

Among Mr. Pennell’s business clients 
are some of the principal figures in 
downtown New York. Among his phil- 


osophy followers are many who write 
you have helped me.” His home is in 
Madison, N. J. 

With Mrs. Pennell he has just re- 


turned from a European trip in which 
they visited 14 countries. About 1,400 
miles of the trip was by motor car. 


Policy Reserves 


(Continued from Page 20) 





counted for 30% of the state and local 
bond total. 

Educational facilities, covering a broad 
range of schools, colleges and institutions 
for special training, made up the third 
major category of state and local bond 
financing by the life companies. At mid- 
year, $500,000,000 or nearly 17% of these 
bond holdings represented the 
on loan for educational development. 
About one-half of these holdings were 
in bonds issued for the construction of 
local elementary and high schools. 

Terminal facilities for airline, bus, 
railroad and marine transportation ac- 
counted for $117,000,000 or 3.9% of the 
life companies’ state and local bond total 
as of June 30. Other purposes for state 
and local bond issues included loans for 
parking facilities, $40,000,000; loans for 
flood control, irrigation and water con- 
servation, $36,000,000; public housing, 
$34,000,000; civic and recreational facil- 
ities, $29,000,000; hospitals, $12,000,000, 


amount 
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Rate Laws Committee 
Hearing November 16 

AT MORRISON HOTEL, CHICAGO 

NAIC Subcommittee Will Study and 


Evaluate Types of Rating Laws 
to Determine Effectiveness 








The National Association of Insurance 
Commissioner’s subcommittee to review 
fire and casually rating laws and reg- 
ulations met on October 13 in Chicago to 
determine the scope of its study in keep- 
ing with the resolution adopted at its 
June, 1959, meeting at Boston. All 
members of the subcommittee were pres- 
ent, namely: Joseph S. Gerber, Illinois, 
chairman; T, Nelson Parker, Virginia; 
Lawrence Leggett, Missouri; Carl Hul- 
bert, Utah; Thomas Thacher, New York 

It was determined that the subcommit- 
tee would devote itself to an appraisal 
of the functions of rating laws and rate 
regulation and their effectiveness in 
serving the public interest during the 
past decade. 

Program of Committee 


decided that in 
this purpose it 


subcommittee 
accomplish 


The 
order to 
would: 

1. Hold hearings to determine whether 
the various types of rating laws which 
have developed since the SEUA case 
have been effective in serving the public 
interest and maintaining free competi- 
tion, and determine the nature of the 
problems which have arisen under the 
various types of rating laws. To obtain 
local opinions, hearings will be con- 
ducted in various section of the country. 

2. Study all rules and_ regulations 
adopted in the implementation of rating 
laws. 

3. Review Questionnaire No. 2 which 
has been prepared by all insurauice de- 
partments at the request of the U. S 
Senate Anti-Trust and Monopoly Sub- 
comunittee. 

4. Study and evaluate types of rating 
laws with particular reference to vari- 
ous items which have at one time or 
another been aired and were in fact 
studied by the U. S. Senate Anti-trust 
and Monopoly Subcommittee, including: 


1. Aggrieved party. 

2. One-year deviation provision, 

3. Provisions concerning rates, 
and forms. 

4. Deemer clause. 

5. Partial subscribership. 

6. Availability of filings for inspection 

7. Provision for approval or disap- 
proval to include partial approval or dis- 
approval. 

8. Notice to rating organizations. 

9. Any other provisions of all-industry 
bill that require further study and eval- 
uation. 

10. Role of advisory boards, their 
function in rate making and supervision 
to be exercised by states. 


rules 


First Hearing November 16 


The first public hearing will be held 
at the Morrison Hotel, Chicago, on No- 
vember 16 at 2 P.M. and will continue 
through November 17. Those addressing 
the meeting will be limited to 30 min- 
utes, or will be permitted to read a pre- 
pared statement not to exceed 10 pages. 
Copies of such prepared statements 
should be made available for the use of 
members of the committee at the time 
of presentation. Persons desiring to 
participate at the hearing must notify 
Joseph S. Gerber, chairman, 160 North 
LaSalle Street, Chicago, by November 
10. In the event time does not permit 
all persons to be heard, further hearings 
will be held. 


Inter-Regional Meeting 


Features Merger Plans 


Inter-Regional Insurance Conference 
at its annual meeting at The Plaza Hotel 
in New York City on October 15 re- 
ceived reports by Chairman M. W. Mays 
and iManager \R. M. Beckwith as well as 
by chairmen of other special committees. 
The report by Chairman Mays dealt with 
the progress of mergers presently being 
effected between Inter-Regional and a 
number of other advisory organizations, 
including Eastern Underwriters Asso- 
ciation, Western Underwriters Associa- 
tion, Board of Fire Underwriters of the 
Pacific, South-Eastern Underwriters As- 
sociation, Reporting Form Service Office 
and Multi-Peril Insurance Conference. 

It is planned that actual transfer of 
functions of the several advisory bodies 
to Inter-Regional Insurance Conference 
will be consummated on November 1. 

The following were elected to serve on 
the executive committee for varying 
terms as noted: 

For one year: J. M. Kidd, U. S. man- 
ager, Norwich Union Fire; Charles M. 
Close, executive vice president, Great 
American. 

For two years: Charles P. Jervey, vice 
president, Travelers Indemnity; L. 
Hall, vice president, New Hampshire. 

For three years: A. L. Polley, vice 
president, Hartford ‘Fire; J. L. Erhardt, 
assistant U. S. manager, Royal-Globe 
Insurance Group; R. H. \Bancroft, vice 
president, St. ‘Paul Fire and ‘Marine; 
A. L. Lowe, vice president, Glens Falls. 

The following officers were unanimouly 
elected to serve for a term of one year 
each: chairman, |Frank W. Boyle, vice 
president, Employers’ Group, vice chair- 
man, A. L. Polley, vice president, Hart- 
ford Fire; treasurer, J. L. Erhardt, as- 
sistant U. S. manager, Royal-Globe. 


Honor Gilbert Scott 
On Eve of Retirement 


OVER 220 PRESENT AT DINNER 





Herd, Miller, Nolen, Magenheimer, Niver, 
Winchester Pay Tribute to 
North Biitish Executive 


Gilbert L. Scott, vice president in 
charge of losses of the North British 
Group, was honored by about 220 of his 
assoicates and friends at a testimonial 
dinner on the eve of his retirement 
this year after 52 years in insurance. The 
dinner, held at the Railroad-Machinery 
Club of New York was arranged by a 
committee headed by E. Chauncey Niver 
executive vice president of the New York 
Board of Fire Underwriters. Others on 
the committee were Charles T. Spack- 
man, George F. Thomas, Robert R. Thom- 
son, Richard M. Williams, Philip M. 
Winchester and William T. Murphy, all 
prominent figures in the adjustment field. 

Mr. Niver served as toastmaster at 
this affair honoring Mr. Scott for “his 
untiring efforts on behalf of the business. 
Gil Scott’s contribution to the promotions 
of high standards in the adjusting pro- 
fession,” the dinner program stated, “can 
never be measured, for he has always 
advocated the maintenance of integrity 
and fair dealing in the processing of 
claims and his own adherence to these 
principles has added to the stature of 


U. S. Fire Losses Up 13% 


Estimated fire losses in the United 
States during September amounted to 
$83,027,000, the National Board of Fire 
Underwriters has reported. According 
to Lewis A. Vincent, INBFU’s general 
manager, this loss represents an increase 
of 13.3% from losses of $73,303,000 re- 
ported for September, 1958, and an in- 
crease of 11.2% from losses of $74,660,000 
for August, 1959. 











New Jersey Women Meet 


The regular monthly meeting of the 
Insurance Women of New Jersey was 
held on October 22 at the Seven Forty- 
four Club, Newark. President Margaret 
M. Keegan presided. Guest speaker was 
Joseph P. De Alesandro, casualty super- 
visory of the Century Insurance Co. His 
topic was “Products Liability.” 




















American Equitable Assurance Company 
of New York 
Organized 1918 


Globe & Republic Insurance Company of America 
Established 1862 


Merchants and Manufacturers Insurance Company 
of New York 


Organized 1849 


New York Fire Insurance Company 
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Corroon & Reynolds Group 
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the North \British & Mercantile Group 
through the many years of his association 
with it. He has earned the respect and 
admiration of his co-workers and of all 
loss executives throughout the industry 
for his staunch support of proper adjust- 
ing practices and for his forthright ap- 
proach to all problems, whether they be 
of a business nature or fraternal in as- 
pect.” 

Scott Warns of Too Many Small Losses 

In responding to the many _ honors 
paid him Mr. Scott warned loss men to 
be on guard against a multiplicity of 
small fire and other claims, which is a 
leak in the business allowing a lot of 
money to flow from companies. He urged 
efforts to control small losses for they 
constitute a greater drain upon resources 
than is often realized. 

J. Victor Herd, chairman and _ presi- 
dent of the America Fore Loyalty Group, 
and ‘Harry W. Miller, general U. S. at- 
torney for the Commercial Union-North 
British Group, commended Mr. Scott for 
his courage and his successful career. 
William L. Nolen, United States manager 
for the Commercial Union-North British 
Group, under whom Mr. Scott has served 
for years, likewise commended the guest 
of honor highly. John Magenheimer, as- 
sistant U. S. manager, North British 
Group, presented Mr. Scott with a leath- 
er bound scroll with the signatures of all 
present. 

Others on the dais included William 
Hill, retired secretary of the General Ad- 
justment Bureau; Mr. Winchester, who 
presented Mr. Scott with a gift of a 
camera and equipment; Everett Geerken, 
president of Loss Executives Association; 
Donald Sherwood, assistant general man- 
ager, National Board of Fire Under- 
writers; Ben Butler, president of General 
Adjustment Bureau; George Vail, Sr. 
91, recently retired vice president of 
Corroon & Reynolds Group; L. B. Haz- 
zard, independent adjuster, and K. C. 
White, president, Underwriters Adjusting 
Co. of Chicago. 

Scott Career 

Starting his insurance career with Crum 
& Forster in 1907, Mr. Scott became asso- 
ciated with the North British Group in 
1911. Rising through the ranks, he was 
appointed assistant general adjuster in 
1924 and named general adjuster in 1938 
Four years later he was elected a vice 
president of the group’s associated com- 
panies—Pennslvania ‘Fire, Mercantile of 
America, Commonwealth of New York, 
the former Homeland of America and in 
1956, The Central Surety. ; 

Mr. Scott is a past president (1941) ot 
the then Eastern Loss Executives’ Asso- 
ciation. He also has served as a member 
of the various committees of the Na 
tional Board of Fire Underwriters, New 
York Board of Fire Underwriters, having 
served as chairman of the committee on 
losses and adjustments from 1954 to 1958 
and at present is a member of the com- 
mittee on finance for this organization. 
He is now a director and member of the 
executive committee of the Underwriters 
Adjustment Company and trustee of the 
Cook County Loss Adjustment Bureau. 

In addition, he has also given assist- 
ance as a member of the following com- 
mittees: advisory committee of the New 
York State Independent Insurance Ad 
justers Association, conference commit 
tee of the Underwriters Salvage Com- 
pany of New York, advisory and con- 
ference committee of the General Ad- 
justment Bureau, member of the Fire at 
Inland Marine Arbitration Committee. 
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Ways in which one man local agencies 
way be perpetuated successfully were out- 
ined by John Van Brunt, New York 
welropolitan fire manager of The Fund 
Insurance Companies, when he addressed 
he regional meeting of the New York 
Slate Association of Insurance Agents at 
Garden City on October 20. In discussing 
ife insurance” for such agencies Mr. 
Van Brunt said he aimed to present ideas 
which will prevent an agency which has 
ken years to build up from being dissi- 
jated overnight when the person who did 
ihe developing leaves a void by his removal, 
rough death, illness or retirement. Mr. 
Van Brunt’s analysis of the problem and 
lis suggestions follow: 

Many agents go along with the idea 
hat their estate consists of the renewals 
in their files. In fact, it is not many 
months ago I heard a prominent one man 
agency principal say that he had_ pro- 
vided for his family by willing his re- 
newals to them for disposition. The 
myth of the captive renewal is one of 
the cruel revelations following removal 
of the principal of a one man agency. 
The use of present-day-pick-up en- 
dorsements, particularly on the multiple 
peril contracts, has eliminated the se- 
rity of the renewal in file. By the 
ime the average policy has expired, 
mother producer has long since picked 
up the liability on his contract and ar- 
ranged for the run-off of coverage under 
the policy in Mr. Agent’s files. 

Many agents depend, or rather are 
proud of, the loyalty of the accounts 
in their files. How many times have you 
heard an agent say, “l have had the ac- 
count of this man for 30 years” or “I 
have held this man’s account since the 
day I started in business.” The loyalty 
of these accounts is mainly in the past. 
Who can foretell that loyalty will re- 
main in the future when the principal 
has been removed or incapaciated. As 
we grow older, we tend to ease up a bit 
in our enthusiasm for servicing our ac- 
counts, and for keeping up with the 
ever-changing market. Loyalty of the 
account will last only until such time as 
ayounger, more entliusiastic, better in- 
formed competitor happens to convince 
the customer he can do a better job for 
him. As soon as the principal in a one 
man agency is known to be slipping or 
has been temporarily or permanently 
tmoved. from ‘his accustomed place, 
competition immediately moves in to 
take advantage of the situation. All of 
these things gradually undermine the 
structure of the agency, so carefully 
built over the years, until suddenly, the 
magnificent structure collapses. 


Four Agencies Have Plans 


Surveys have been taken to determine 
What percentage of one mian agencies 
have prepared for continuation and it 
was found that approximately 25% only 
have any type of workable plan for 
perpetuation. This problem has reached 
the point where many companies have 
taken a profound interest in this prob- 
lm even to the extent in proposed 
Fieldmen’s Guides of having an entire 
section devoted to just this one problem. 
One company’s guide makes sugges- 
tions to the fieldmen to show an agent 
how to safeguard his income, how to 
help him locate qualified younger men, 
how to develop working arrangements 
which would prove satisfactory with 
other agents, how to help train and 
develop a new man as he comes in, how 
to assist in developing the agency by in- 
teasing its income with the new man’s 
Productive action and actually to assist 
a an arbiter during the breaking in 
Period which could be difficult both to 
the older man owning the operation and 
the younger man joining it. It goes on 
to recommend as a last resort, when 
Nothing promises to be done in a one 





Man agency about to disappear, plant 


Van Brunt on Successful Methods 
To Perpetuate One Man Local Agencies 


elsewhere and take your chances for 
the future with an active growing small 
agency, rather than with a large but 
disintegrating agency. 


One Company’s Advice 


Here is a quotation from another 
source, a bulletin forwarded from the 
chief executive of a company directly 
to the fieldmen with an even blunter 
and stronger approach. 

“A more objective review will hence- 
forth be made of appointments, all to the 
end that as we build our plant, we will 
be sure that we are building soundly. 
In this connection, I think it is an en- 
tirely safe generality that any agency 
that does not have at least one younger 
man active in it cannot be counted as 
a progressive agent nor a sound long- 
term investment for us. 

“People tend to buy insurance from 
those in similar or only slightly older 
age brackets, and for the next ten years, 
the number of people from 18 to 24 years 
of age will increase almost three times 
as fast as the total population. This 
will result in a sharp rise in the num- 


ber of marriages and in the formationthods would be the merging with another 


of new households. 

“Consequently, the demand for hous- 
ing, automobiles and house furnishings 
will rise rapidly starting with the early 
1960s, and even before then, the demand 
for these services will be supported by 
a large replacement market. It seems 
to me that if all these insurance values 
are owned by younger people, the 
agency with younger personal for solici- 
tation purposes will progress faster than 
those without it.” 

There are many, many expressions 
similar to this available from time to 
time on this very vital subject. It would 
seem then the time is right for the man 
having a successful operation on a one 
man basis to consider ‘possibilities,. prob- 
lems and pitfalls which affect his liveli- 
hood, his future, and his estate. Pre- 
suming we have not set up the need for 
a one man agency to secure promptly 
association of some sort which will 
guarantee the perpetuation of not only 
the agency but the income for the prin- 
cipal or his heirs, we must now come up 
with some idea as to how he should pre- 
pare for this void in his operation. 


Methods of Preparation 


Aside from many stop-gap methods 
there are two major methods which 
could accomplish those things and which 
would guarantee continuance in one form 
or another of the agency. These two me- 


Goldberger Sees Loss Problems For 
Assureds Under “One Stop Selling” 


The trend toward package covers and 
one-stop selling when viewed from the 
perspective of a mass market approach, 
may ultimately impair the American 
Agency System with respect to the 
personal relationship between his in- 
sureds and his companies. Alex Gold- 
berger, prominent Brooklyn insurance 
broker, told the downstate regional 
meeting of the New York State Associa- 
tion of Insurance Agents in Garden City, 
Tuesday that the impairment is already 
developing in many instances. 

In his address as part of a panel of 
industry representatives on the subject 
“The Producer’s Place in the Insurance 
Field,” Mr. Goldberger put a new twist 
into the phrase “one-stop-selling.” He 
called his version “one-stop-cancellation.” 
Mr. Goldberger told the agents and their 
guests at the Garden City Hotel, that 
packaging all the coverages in one policy 
also packages the claims. 


Package Policy Claim Attitude 


“In the old, separate policy way of 
doing business,” he said, “an insured, 
during the course of three, six or nine 
years could validly have sustained one 
small windstorm damage to his dwelling, 
a small fire on household goods, a theft 
of his lady’s trinkets by the maid and a 
claim for bodily injury by a pedestrian 
without any of the individual under- 
writers reviewing the particular policy 
experience raising a single objection 
about renewal.” 

With the package policy to contend 
with, Mr. Goldberger observed, “this 
same insured, with four claims charged 
against his record, is in danger of being 
deemed accident prone or claims con- 
scious. Continuing his insurance becomes 
a huge question mark.” He added that, 
“the problem is compounded by the grad- 
ual constriction in representation and 
markets and especially so because one 
of the basic precepts of the underwriter 
is that business rejected by another com- 
pany should not be taken by his com- 
pany.” 

The chain reaction such an eventu- 
ality could visit on the accounts of an 
agent or broker whose customers are 
linked by business, social or family ties, 
Mr. Goldberger said, could wreck the 
producers own business structure. 

‘Mr. Goldberger predicted that a new 
battleground will develop in the near 
future over the “tremendously important 
layer of commercial business” just under 


the jumbo category. He said that it 
would soon constitute a competitive 
arena of even greater intensity than that 
which now confronts the American 
Agency System in personal lines. 


State Action on “Competition” 


Yet, he said, the fight for the so-called 
mass market would not abate and he 
ascribed the weakening of the American 
Agency System on the level of the per- 
sonal small local mercantile and manu- 
facturing business to the interpretation 
put upon “competition” by the separate 
states. He said this concept has been 
heavily weighted by fear in state super- 
visory circles “that Congress might ulti- 
mately change its thinking and decide 
that regulation by the states is not in the 
public interest.” 

He said that lhe shared the fear of a 
mutual company executive expressed re- 
cently that the “era of intense competi- 
tion with no holds barred” into which the 
insurance industry is moving, “will leave 
many dead bodies along the road from 
all segments, including the companies, 
the agents and policyholders.” Mr. Gold- 
berger observed that he was not so sure 
about bringing the policyholder into the 
scene of carnage, “but I am _ worried 
about the smaller companies and agents.” 

While he acknowledged that the pro- 
ducer will always be a factor in the dis- 
tribution of insurance, Mr. Goldberger 
asserted that there will undoubtedly be 
changes in the detail and technique of 
the various relationships of the pro- 
ducer. He said that he foresees vast 
developments in the country and the 
continued need for insurance, but he 
opined that producers now seem ready 
to accept lesser evils such as contin- 
uous policies and direct billing as a 
means of survival. 

Already, he said, the companies have 
begun to embrace the methods of direct 
writers in the personal insurance mar- 
ket. He predicted that inevitable pres- 
sures would bring today’s independent 
agent into a position where they would 
represent from one to three companies 
with a relationship which would be 
“more nearly in the captive agency cate- 
gory than of the independent type. 


Excess Line Field 


“The matter of cancellation and recall 
and tight markets leads right in to a 
consideration of the tremendous growth 
in recent years of that excess line field 


similar agency or one with compatible 
markets and operations, or the securing 
of a younger man to join the operations 
and grow with it, either on a partner- 
ship-employe or profit-sharing basis. 

Merging with a similar or compatible 
agency might well be. the answer fo1 
many one man ageiicies as staffs can be 
merged as well as principals. There are 
pitfalls naturally in such a merger, 
mainly because of the individualistic 
character of the principals operating 
each of the agencies. There is also the 
possibility of imcompatibility based on 
the class of business, areas operated in 
and basic knowledge which each may 
have. We have, however, seen many 
many mergers which on initial consider- 
ation would appear to have a very dim 
possibility of being formed which were 
highly successful. 

We have in mind one particular agency 
where the principals are a man in his 
early 50’s and one in his late 20's, the 
man in his 50’s being the technician; 
the man in his 20’s being a contact and 
production inan, both having associations 
within their age groups which are com- 
plementary to the entire operation, 

(To be concluded) 





which specializes in the placing of re- 
ject business in unadmitted companies,” 
Mr. Goldberger said. “From time to 
time some of us find ourselves in a 
most embarrassing position with respect 
to this type of business. We lawfully 
place business in companies not tech- 
nically admitted to do business with an 
implied responsibility as to their solvency 
and reliable claims practises. E 
“But the vast facilities for informa- 
tion and knowledge which are available 
to our State Insurance Department are 
uot made available either to us as pro- 
ducers or to the insureds who pay their 
taxes to the state. The very current 
episode of the British Commercial is a 
case in point. We have to read in one 
of our trade papers, reporting in retro- 
spect, that this company had difficulty 
in presenting its 1957 figures to the 
State of Illinois and that it was taken 
off the list of approved surplus line 
companies in that state in November, 
1938. If these reports are correct, it 
just does not make sense that New York 
excess line brokers sliould have been 
permitted to continue to place business 
in this company during the year 1959. 
_“There is another phase of this excess 
line business that does not make sense. 
There are presently only a minuscule of 
admitted companies writing excess line 
business at judgment rates as permitted 
under Section 185.3 of the New York 
State Insurance Law. A great deal of 
this business is only undesirable because 
it is unattractive at the filed rates. 

_ “As more and more business is forced 
into the judgment rate-market the pro- 
ducer will find himself in the ambiguous 
position usually reserved for the man in 
the middle. On the one hand he will be 
competing with the direct writer near 
to or at the direct writer’s own premium 
level with personalized service thrown 
in. And at the same time he will be 
selling the same protection product to 
other people at surcharged rates. 


Uniting Producer Organizations 


“Archie Slawsby, retiring as president 
of the National Association of Insurance 
Agents, wanted to know whietlier the in- 
terests of the American Agency System 
would not be best served if we were to 
combine the efforts and membership of 
all producer associations, brokers and 
agents. 

‘T have long contended that there is 
no practical difference between the in- 
surance broker and the local agent 
There are only technical and legal dis- 
tinctions. 

“In the many years I have labored on 
behalf of producers, | have yet to find 
a problem of the insurance broker that 
was not also a problem of tle insurance 
agent. And so, I have often expressed 
the hope that some day there will not 
be an insurance brokers’ association nor 
will there be an insurance agents’ as- 
sociation. [ hope to see the time when 
there will be an Insurance Producers’ 
Association.” 
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VT Deo of Home it 
Charge of Southern Dept. 


Pach Bros. 
ROBERT F. RUSHIN 


Following a meeting of directors of The 
Home Insurance Company, Kenneth E. 
Black, president, announced election of 
Robert F. Rushin from secretary in the 
Southern department to vice president 
and secretary in charge of that depart- 
ment, 

Mr. Rushin, a native of Thomaston, 
Ga., joined The Home’s Richmond, Va., 
office as a special agent in 1930. In 
1938 he was transferred to the home 
office and in 1946 mz ade assistant man- 
ager of the company’s metropolitan de- 
partment. He was elected assistant sec- 
retary in The Home’s Southern depart- 
ment in 1947 and secretary in that de- 
partment in 1950. He is widely and fa- 
vorably known throughout the insurance 
industry. 

Mr. Black also announced that Joseph 
A. Carruth, vice president of the South- 
ern department, has been granted a 
medical leave of absence from the com- 
pany. 





Harris and Bergen Are 


Promoted by American 
Promotions of George W. Harris and 
Edward A. Bergen have been announced 
by Malcolm R. Smith, resident vice 
president of the American Insurance 
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Group’s Dallas branch office. Mr. Har- 
ris will be fire manager for the Dallas 
branch and Mr. Bergen will be marine 
manager. 

Mr. Harris joined the American jn 
1932 as an underwriter at Greensboro, 
N. C., and was appointed special agent 
in 1941. He goes to Dallas from the At- 
lanta branch office, where he was fire 
underwriting supervisor for the past 
three years. 

Mr. Bergen was marine supervisor in 
Greensboro before his present promo- 
tion. He joined the group in 1950 as a 
trainee in marine underwriting at the 
head office in Newark. After graduation 
from the American’s advanced multiple 
line training class in 1953, he went to 
Greensboro as a marine underwriter, 
Mr. Bergen was born in Elizabeth, N. , 
and graduated from Ithaca College in 
1950. 





Hargett and Garland 
Promoted by the Aetna 


Promotion of Thomas B. Hargett to 
claim manager in Virginia is announced 
by the Aetna Insurance Co. Mr. Har- 
gett, who makes this headquarters in 
the Richmond office, succeeeds Robert K. 


Tee 





Molloy, who died September 7. Prior 
to assuming his present position Mr. 
Hargett was staff adjuster in Virginia. 
He is a native of North Carolina, and 
joined the Aetna in 1945 after service in 
the European theatre during World War 
II. Following training in the company’s 
claim department, he was assigned to 
the Charlotte, N. C., office in 1950, and 
transferred to Richmond in 1958. 
Robert H. Garland, formerly adjuster 





the Millburn, N. J., office of the 
Aetna, has been transferred to Rich- 
mond to assist Mr. Hargett.: A native 
of Connecticut, Mr. Garland is a gradu- 
ate of Dean Junior College and recently 
completed the company’s multiple line 
training school for adjusters. 
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Urban Renewal Efforts 
Slash Norfolk Losses 


Massive slum clearance has helped 
Norfolk, Va., property owners save at 
least a half million dollars in insurance 
payments in the last five years. This 
is the conservative estimate given by 
John Cahill, Norfolk Association of In- 
surance Agents, in revealing a seldom 





mentioned advantage to the city as a 
result of the urban renewal work in 
progress there during the past eight 
years. 


The thigh caliber of the city’s water 
supply, according to Mr. Cahill, its fire 
department, fire alarm system, building 
laws and police efficiency also should be 
credited in the decline in premiums. He 
said that urban renewal work tends to 
slash fire losses by eliminating what he 
described as thousands of conflagration 
hazards, : 

Mr. Cahill, who is also chairman ol 
the advisory committee to the Director 
of Public Safety for Fire Prevention, 
said that few people realize how close 
Norfolk came to being downgraded by 
conditions that existed there after W orld 
War II. 





Gracie Loss $7,500,000 


The National Board of Fire Under- 
writers has opened a supervisory office 
at Charleston, S. C., to expedite adjust- 
ment of insurance losses arising out of 
Hurricane Gracie. The establishment 0! 
this office is provided for by the Board's 
Catastrophe Plan. The office is headed 
by B. L. P. Carden, general adjuster. . 

It is estimated that there will be im 
excess of 30,000 insurance claims result- 
ing from the storm, the greatest concen- 
tration of which is in the Charleston and 
Beaufort, S. C. aréas. A_ preliminary 
estimate puts the insurance loss at more 


than $7,500,000. 
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C. V. Starr Exec. V. P. 


Blackstone Studios 


GORDON B. TWEEDY 
Gordon B. Tweedy, named executive 
vice president of C. vV. Starr & Co. of 
New York, international insurance or- 
ganization, has been associated with the 
company since 1948 as a vice president 
and director. He is a director of Ameri- 
can International Underwriters Corp., 
American Home Assurance and Insur- 
ance Company of State of Pennsylvania. 
He was graduated from Yale Law School 
in 1932 and has traveled extensively in 
the far east. 


NYFIRO ENDS RATE APPEALS 








Decision Follows Court of Appeals Rul- 
ing on Independent Filings of 
Allstate, North America 

The New York Fire Insurance Rating 
Organization announces it is withdraw- 
ing petitions for judicial review of All- 
state’s commercial rate deviations and 
Insurance Company of North America’s 
independent dwelling rate filing. The 
governing committee made public its 
decision in a statement as follows: 

“The New York Fire Insurance Rating 
Organization announces that its govern- 
ing committee met to receive a report as 
to the July decision of the Court of 
Appeals of this state in the Allstate 
dwelling rate matter. The Court of Ap- 
peals affirmed the Appellate Division of 
the Supreme Court without opinion, 
including the Appellate Division, hold- 
ing that NYFIRO is an aggrieved 
party and therefore has a right to con- 
test any application for a deviation or 
independent filing on the ground that 
the filing does not conform to the 
standards of the Insurance Law, which 
are that rates shall be reasonable, ade- 
quate and not unfairly discriminatory. 
“Affirmance by the Court of Appeals, 
without opinion, is interpreted to mean 
that, in absence of the breach by the 
Superintendent of Insurance of any sec- 
tions of the rating article of the Insur- 
ance Law, the courts of this state will 
not overrule any decision based upon the 
exercise of his discretionary power. The 
governing committee was advised, that, 
in connection with the application to the 
ourt of Appeals for permission to ap- 
peal to it in the North America dwelling 
rate matter, it was indicated that a num- 
ber of issues in the North America mat- 
ter are basically similar to those in the 
Allstate matter. 

“The governing committee concluded, 
on the basis of this report, that any 
further petitions for judicial review in 
connection with the Allstate commercial 
rate deviation and the North American 
independent dwelling rate filing matters 
be withdrawn by NYFIRO. Both AIl- 
state and the North America have been 
advised by NYFIRO of this action by 
the rating organization. 

owever, in the opinion of the govern- 
mg committee these filings do not con- 
form to the standards of the Insurance 
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What's }{ a name? 


In insurance it is largely the 
ability and integrity of the 


personal requirements. 
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people who represent it, both 
the agent who makes it his 
business to know your 
particular needs and the 
company that designs its 
policies to suit those needs. 
For more than three quarters 
of a century, experienced 
insurance buyers have 
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for a quality service that 
meets both business and 
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Law in that the rates approved by for- 
mer Superintendents of Insurance were 
inadequate and the results of the deci- 
sions are unfair to members and sub- 
scribers of NYFIRO bound by the In- 
surance Law to adhere to the rates of 
NYFIRO. This viewpoint of the gov- 
erning committee was imparted to Su- 
perintendent of Insurance Thomas 
Thacher at a conference held in his 
offices.” 


CPCU Teachers Meet 


Thirty-six CPCU teachers from the 
New England States attended a teachers’ 
conference conducted ‘by the American 








Institute for Property and Liability Un- 
derwriters, Inc., at the Somerset Hotel in 
Boston on October 15 and 16. 
ference was the first of the 1959-60 annual 
series. 

Teaching techniques for CPCU 
classes conducted at universities and col- 
leges throughout the country were dis- 
cussed in an idea- sharing session by the 
various college professors, attorneys, and 
CPCU’s who share in this nation-wide 
insurance teaching. Dr. Harry J. Loman, 
dean of the American Institute, was in 
charge, with assistance from Dr. Edwin 
S. Overman, assistant dean of the in- 
stitute. 


This con- 


study 


Mountain Field Club 
B.I. Forum Held Oct. 20 


Robert G. McKay, assistant manager 
of the Eastern Underwriters Association, 
introduced a business interruption for- 
um at the meeting of the Mountain 
Insurance Field Club at the Manchester 


Country Club, Manchester, N. H., on 
Tuesday morning, October 20. The B.I. 
forum was a follow-up to the “Effective 


Salesmanship Forum,” presented to local 
boards last year. Mr. McKay is a for- 
mer member of the Mountain Insurance 


Field Club. 
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Arthur Milton Interviewed on Problems 
Confronting Producers and Cos. Alike 


The perplexing problems now con- 
fronting insurance companies 
ducers alike are being aired from coast 
to coast and are causing much concern 
because of their competitive aspects. Be- 
cause the inan on the production firing 
line is not often given an opportunity to 
be heard, The Jastern Underwriter in- 
terviewed this weck a New York City 
producer---Arthur Milton, head of his 
agency, who is also educational 
program chairman of General In- 
Brokers Association of New 


and pro- 


own 
and 
surance 
York. 
Mr. Milton was chosen only be- 
cause of his diversified background of 
experience in all lines of insurance but 
because of his prominence in the Gen- 
eral Brokers Association. A general 
agent of the Postal Life of New York 
since September, 1948 (the first to be ap- 
pointed by that company), he is 
rently serving as president of that com- 


nol 


eu 


pany’s General Agents Association for 
the fourth time in ten years. He has 
also served on the LIAMA board of 


directors. 

The following gives the questions put 
by a reporter of The Fastern Under- 
writer and Mr. Milton’s responses. The 
changing insurance scene and the need 
for both producers and company people 
to keep pace with such changes was the 
general tenor of this interview. 

O. What is your present aim of accom- 
plishment in behalf of the membership of 
the General Insurance Brokers Association? 

A. To impress upon each and every 
one active in insurance selling the need 
to increase their responsibilities thus in- 
crease their income. The old-timer and 
newcomer as well are at the crossroads 
of success or failure depending on their 
ability to perform in behalf of the com- 
panies and public they represent. 

Q. Do you feel that the inroads being 
made for the premium dollar by the direct 
writers such as Allstate, Nationwide and 
State Farm will have any effects on the 
general insuronce broker ? 

No one should underestimate the 
production job being done by these direct 
writers. In other words, this is no time 
for complacency on the part of insurance 
brokers or agents who subscribe to the 
American Agency System. The “price 
appeal” of the products offered by All- 
state. Nationwide and State Farm is hard 
for the average buyer of automobile in- 
sttrance to pass up. 

At the same time, [ believe that the 
average person prefers to purchase his 
insurance protection from an agent or 
broker in whom he has confidence rather 
than from a stranger who may not be 
qualified to handle his needs. Time and 
time again I have reviewed the insurance 
coverages sold by employes of these 
direct writers only to find that it is 
inadequate. 





ARTHUR MILTON 


As to what effect this direct writer 
competition is having on the general in- 


surance broker, here is my answer: As 
general practitioners of insurance we 
must continue to keep abreast of the 


changes in our profession and the needs 
and desires of the public. We must in- 
crease our responsibilities by being in a 
position to counsel our clients better 
than ever before. Our increased re- 
sponsibilities must take us not only into 
areas of property insurance but must 
encompass all lines of protection in- 
cluding A. & H., hospitalization, major 
medical and life insurance. 


Education Alone Not the Answer 


O. Do you feel that education alone 
will be the answer to this increased com- 
petition? 

A. By all means, no! If the agency 
system in the distribution of insurance is 
to continue as we know it, the ivory 
towers in the companies will no longer 
be able to take impartial stand when it 
comes to the requirements of the public. 
Already the inroads of multiple line 
operations of insurance companies and 
agencies alike will soon make the so- 
called specialist in our industry look sick, 
if they already haven’t a high fever. 
The multiple line concept in the dis- 
tribution of insurance will without ques- 
tion replace many a_ small insurance 
company and insurance agent just as 
the super markets have replaced the old 
corner grocery store. 

O. There has, for some time, been much 
talk about Federal regulation of insurance 
companies replacing the present state reg- 
ulatory bodies. What is your view on 
this important issue? 

A. It is hard to believe that government 
intervention shall become more _ pro- 
nounced in our industry. But also it 
should be quite obvious to those in high 
places to realize that public demand will 


(Continued on Page 33) 





Many Leaders to Attend 


General Brokers Dinner 
Cornelius W, Haarmann, Jr., presi- 
dent of the General Insurance Brokers’ 
Association of New York, Inc. announces 
that acceptances have ‘been received thus 
far from the following indicating that 
they will attend the association’s 34th 
annual dinner to be held at the Hotel 
Statler Hilton on October 27: 

Newell G. Alford, Jr., Deputy Super- 
intendent of Insurance; Matthew A. 
Campbell, Deputy Superintendent of In- 
surance; Samuel 'C. Cantor, First Deputy 
Superintendent of Insurance; Jack A. 
Fink, past president of General Insur- 
ance Brokers’ Association; Samuel R. 
Feller, former Deputy Superintendent 
of Insurance; William C. Gould, chief 
clerk of Property Bureau, Insurance 
Department; Frederic E. Hammer, 
former Senator, State of New York; J. 
Victor Herd, chairman and _ president, 
America Fore Loyalty Insurance Group; 
William Leslie, Jr., general manager, Na- 
tional Bureau of ‘Casualty Underwriters; 
Joseph J. Magrath, Chubb & Son; E. 
C, Niver, executive vice president, New 
York Board of Fire Underwriters; 

Also Samuel Oberman, past president, 
General Insurance Brokers’ Association; 
Julius Sackman, Assistant Superintend- 
ent of Insurance; Henry B. Olshen, chair- 
man, executive committee, General In- 
surance Brokers’ Association; Paul 
Simon, past president, General Insurance 
Brokers’ Association; Thomas Thacher, 
Superintendent of Insurance; George S. 
Van Schaick, former Superintendent of 
Insurance; Julius S. Wikler, former 
Superintendent of Insurance. 





Ellis Calls on Agents 
To Face Changing Timzs 


Too many agents are burying their 
heads in the sand and hoping their 
troubles will go away rather than facing 
up to their problems and working to re- 
solve them, according to Porter Ellis 
Dallas, Texas, vice president, National 
Association of Insurance Agents, in his 
talk before the Ohio Association of In- 
surance Agents at Cincinnati. 

Mr. Ellis asked whether agents have 
kept up with the changing times. “Have 
we not perhaps resisted all suggestions 
of change without any consideration as 
to whether or not they are good?” he 
said. “Have we continued to oppose pol- 
icies and procedures that might in fact 
have already been accepted by the ma- 
jority of our members?’ 

Mr. Ellis pointed out that confusion 
and lack of courage in the business are 
due to “a holier than thou attitude” 
which has developed. This attitude has 
been evident among companies who were 
steeped in this type of tradition. the rat- 
ing bureaus which had an overabundance 
of tradition, and among independent 
agents as well. 

While admitting that many new ap- 
proaches and ideas employed by com- 
petitors have met with public acceptance, 
Mr. Ellis at the same time urged agents 
to look at the agency system not as un- 
touchable or impossible to improve. but 
strictly as a business which should be 
operated in a prudent manner. He went 
on to say that he did not intend to 
imply he was anything less than a firm 
heliever in the principles of the American 
Agency System. On the contrary, he be- 
lieves it is “the most beneficial and re- 

warding way of providing insurance pro- 
tection for the American public as_can 
be devised.” As he pointed out, “How 
can I feel otherwise and still devote all 
of my energies to its advancement and 
improvement.” 

Mr. Ellis emphasized that, contrary 
to some present day viewpoints, he be- 
lieved the American Agency System is 
not on the way out nor is it going to lie 
down and play dead. He stated that the 
system is slowly but surely awakening 
to the facts of life and “I have no fear 
whatsoever that it will study and adont 
whatever correct and right steps are in 
the cards to adapt itself to changing 
conditions.” 
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White Agency 60 Years 
With New Hampshire Fire 


The Allen S. White Insurance Agency, 
Inc., of South Hadley Falls, Mass., re 
cently completed 60 years of continuous 
representation of the New Hampshire 
Fire. Recently, Mr. and Mrs. Allen S: 
White entertained at their home 
South Hadley. During the evening, Sec- 
retary Frank M. Fisher, who was accom 
panied by State Agent Roland F. Drew, 
presented Mr. White with a certificate 
recognizing the 60th anniversary of the 
agency’s association with the New 
Hampshire. 
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N. Y. Agents Meet 


(Continued from Page 1) 


that this was done in the National Auto- 
mobile Underwriters Association filing 
which was approved in the fall of 1958 
and insofar as the upstate area is con- 
cerned in the National Bureau of Cas- 
valty Underwriters filing approved 
March 31, 1959, in connection with bodily 
injury and property damage liability on 
automobiles. In other states the same 
pattern has been followed in connection 
with the so-called ‘new homeowners’ and 
the ‘new, new homeowners’ which as yet 
have not been approved in the State of 
New York. 

“This has effectively taken away the 
right of private contract on the part ot 
the rank and file insurance agent and 
broker in the State of New York. It has 
been contended that the amount filed by 
the rating bureaus for acquisition cost 
of that portion of expense which would 
include the commissions payable to 
agents and brokers is only advisory and 
need not be followed by the insurance 
companies for whom the rate is filed. 

“This is unquestionably true as re- 
gards individual companies and indi- 
vidual agent or broker but as a practical 
matter the filing of a reduced acquisition 
cost factor can only be motivated by 
the desire on the part of the member 
companies of the rating bureau to reduce 
commissions. Either the companies mak- 
ing the filings intend to ignore it and 
continue on the old basis, which would 
constitute a fraud on the department, or 
they intend to make a reduction of 5% 
by concerted action. 


Governor Rockefeller Statement 


“This year this association sponsored 
in conjunction with the Greater New 
York Brokers Association the so-called 
Barrett bill which would provide for rea- 
sonable compensation to agents and 
brokers in the rate filing. This was a 
very controversial measure and while it 
passed both houses of the legislature by 
an overwhelming vote was vetoed by the 
Governor. 

‘Tn ihis veto message Governor Rocke- 
feller included the following statements 
in connection with the bill. ‘It would 
thrust the Superintendent of Insurance 
into a new area—that of determining 
what is fair and reasonable compensa- 
tion to independent agents and brokers 
for their services in selling insurance. 
The compensation paid to agents and 
brokers is determined by private con- 
tractual arrangement between them and 
the insurance companies they represent. 

“Matter of private contract has been 
definitely abused, especially in connection 
with the rank and file agent and broker 
who have been forced to accept commis- 
sion cuts on the grounds that the latest 
acquisition cost filing mandates such a 
commission cut. We suggest an en- 
tirely new approach to this subiect and 
believe that those who truly believe in 
the right of private contract should sup- 
port the following suggested amendment 
to subdivision d, subsection 1 of Section 
183 of the Insurance Law: 


Text of Revision 


““(d) Consideration shall be given to 
the past and prospective loss experience, 
including the conflagration and catas- 
trophe hazards, if any, both within and 
without this state, to all factors reason- 
ably attributable to the class of risks, 
to a reasonable profit, to commission or 
other acquisition costs based on past ex- 
perience, to past and prospective ex- 
Penses both country-wide and and those 
specially applicable to this state, and in 
the case of participating insurers to pol- 
icyholders’ dividends, savings or unab- 
sorbed premium deposits allowed or re- 
turned to policyholders, members or sub- 
scribers,’ 

“This amendment would mean _ that 
when the companies wish to reduce or 
mcrease commissions they would do so 
individually by contractual change with 
agents and brokers and then as the ex- 
perience of the companies if compiled 
and reported the acquisition cost or com- 
Mission portion of the rate filing can ‘be 
adjusted accordingly. This is the only 


way that the matter of private contrac- 
tual agreement can be returned to the 
agents and brokers and the companies 
they represent. 

“At the present time the rating organ- 
izations are in effect setting the level 
of average commission and the superin- 
tendent in approving or disapproving 
such a rate filing is also indirectly fix- 
ing the general commission level for 
agents and brokers even though the 
strong statement on the part of the 
Governor would indicate that at least the 
present administration does not seem to 
want the superintendent to have any- 
thing to do with the matter of compen- 
sation to agents and brokers.” 


Insurance Companies Owned by Non- 
Insurers 


Mr. Schwab also stressed another leg- 
islative proposal, aimed at Sears Roe- 
buck and other companies not domiciled 
in New York State which may have 
wholly owned insurance subsidiaries: 

“Tt has long been recognized by legis- 
lative bodies that control of corporations 
in a regulated industry such as banking 
or insurance by non-regulated corpora- 
tions would have a tendency towards 
monopoly because of controlled business, 
etc.,” he said. “Recently the Congress 
in the Bank Holding Act of 1956 regu- 
lated such operation as it applied to 
banking interests to separate the ‘bank- 
ing business from unrelated business and 
to eliminate the conflict of interest which 
arises when hanks are controlled by non- 
banking corporations. 

“We believe that the same situation 
applies as regards outside interests 
owning insurance companies. Tn New 
York the legislature has recognized the 
question of one insurer owning another 
insurer having a possible tendency to- 
wards monopoly and in Section 67 of the 
Insurance Law has set up safeguards in 
this connection, The section does not 
permit the non-admitted insurance com- 
pany to own and control an admitted 
company. Yet by a strange anomaly 
there seems to be no prohibition against 
a non-insurance company owning and 
controlling an admitted insurance com- 
pany. 

“We therefore sugyvest that Section 67 
be amended by adding the following lan- 
guage to the end of subsection 1 

“No corporation not licensed or au- 
thorized to engage in the insurance busi- 
ness in this state may own more than 
25% of the stock of any corporation li- 
censed or authorized to engage in the 
insurance business in this state. Any 
corporation not licensed or authorized to 
engage in the insurance business in this 
state, which now owns more than 25% 
of the stock of any corporation licensed 
or authorized to engage in the insurance 
business in this state, must divest itself 
of all stock in excess of 25% before July 
1, 1962.’” 

Talks to the Garden City meeting 
made by Jolin W. Van Brunt, manager, 
metropolitan fire department, lireman’s 
Fund; James Cahill, associate manager, 
National Bureau of Casualty Under- 
writers; Alex Goldberger, prominent in- 
surance broker, and Amos Redding, 
Aetna Casualty & Surety, are reviewed 
elsewhere in this issue. 

Assisting Co-Chairmen 


Kramer and 


Blum on the Garden City meeting com- 
mittee were Rose Sasso, Staten Is- 
land; Albert E. Mezey, New York City; 
Louis Spicci, Rockland County; Benja- 
min G Huskisson, Suffolk County; Wil- 
liam A. Kleine, Westchester County; 
Thomas Walsh, Richmond County, and 
Harry F. Legg, of the Suburban Asso- 
ciation. 
Roth on Fidelity-Surety Sales 


Vernon Roth, assistant general man- 
ager, Surety Association of America, 
pointed out to the agents the large grow- 
ing markets in suburban areas for sale 
of fidelity and surety business. ‘This 
will return a substantial volume of pre- 
mium income he stressed. Suburban 
areas around New York are nq longer 
communities of homes but also embrace 
manly new mercantile and industrial es- 
tablishments. Fidelity and surety pro- 
tection is essential for every well ar- 
ranged business, he said, for there have 
been many large, unexpected losses 
caused by illegal actions of trusted em- 


ployes. 
_ Mr. Roth cited the broad and_all- 
inclusive 3-D coverage and_ blanket 


crime policy with a single limit for five 
coverages. He urged agents to sell banks 
and other financial institutions, to sell 
qualifying bonds to political candidates 
and mentioned other prospects. 

In the field of suretyship, Mr. Roth 
told of over 100 license and permit honds, 
including court appeal bonds, cost honds. 
bonds for administrators, executors and 
others handling estates, guardian bonds 
which run for several years, contractors’ 
completion, or performance bonds, labor 
and material bonds for sub-contractors, 
industrial construction and road-building 
bonds. He urged producers to get to 
know contractors in their areas, so thev 
can readily secure facts on honds which 
insurance company thome offices require 

Thomas O’Boyle, manager of the re- 
cently formed New York Motor Vehicle 
Indemnification Corp. which handles 
claims presented by auto liabilitiy policy- 
holders for injuries caused by uninsured 
car owners, hit and run drivers and 
stolen car operators, outlined work of 
that organization in caring for innocent 
victims of. accidents. At present the 
coverage, for which every policyholder 
pays $2 a year, covers accidents in New 
York State only. 

Mr. O’Boyle revealed that about 1,000 
cases have been received by the MVIC 
since January, with 57 hit and run fatal 
accidents. Brokers and agents represent 
assured in the vast majority of claims, 
but still the procedure is not well enough 
understood by insurance men and 
women, he said. The MVIC will ad- 
vise and counsel anyone who needs 
assistance, and lawyers are not neces- 
sary. There is no litigation possible, as 
MVIC has joined American Arbitration. 

Producers can aid a claimant in filling 
out and returning the readily under- 
standable injury reporting form. There 
must be 24-hour notice to the police in 
event of an accident and a report made 
to MVIC within 90 days, he said. Those 
uninsured motorists, who are adjudged 
guilty in an accident, for which the 
MVIC pays a claimant, cannot get back 
their licenses to drive until after the 
MVIC has been reimbursed. 
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Norbrit Guards Meet 
On October 15 at 150 William Street, 
New York, was held the annual meeting 
of the “Norbrit Guards,” a 25-year serv- 
ice organization of the North British 
Group, now affiliated with the Commer- 
cial Union-North British Group. 
President R. O. Meyer presided over 
election of officers and the following 
slate was named for 1960: F. W. Young, 
president; H. Shoemaker, vice president; 
Cora Kerler, secretary, and Margaret 
Brennan, treasurer. George Cable was 
elected to the executive committee. 








is ripe to boost your volume by 
giving your clients what they 
want: credit. And CAP—The 
Fund’s flexible new Credit Ac- 
count Plans—is the answer! 


Your insureds can use TIME to 
spread out premium payments. 
It means they can have proper 
protection without big lump- 
sum premiums. 


CAP Agreements, simple to 
prepare, save TIME for you, 
and with CAP youcan virtually 
forget about accounting and 
collection chores. 


Take TIME to review the CAP 
Kit with your fieldman from 
The Fund. Capitalize on CAP! 
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AMA Program for Meet 
In Chicago on Nov. 2-4 


RAILROAD STRIKE PROGRAM 


Group Insurance, Workmen’s Compen- 
sation, Loss Control and How Much 
Insurance to Buy Among Features 


The American Management Associa- 
tion’s Fall Insurance Conference Novem- 
ber 2-4 at the Drake Hotel in Chicago 
will hear details of the strike insurance 
program developed by the railroads of 
this country. Gregory S. Prince, vice 
president and general counsel, Associa- 
tion of American Railroads, Washington, 
D. C., will tell insurance executives at- 
tending the meeting about the develop- 
ment of its strike insurance program. 

New trends in group insurance will be 
reviewed by Paul H. Rinker, vice pres- 
ident, group division, Continental Cas- 
ualty, Chicago. Highlights in the ex- 
panding industrial aviation insurance field 
will be covered “4g Fred G. Schonenberg, 
underwriter, U. S. Aviation Underwriters, 
Inc., New hott 

The conference will feature three panel 

on workmen’s compensation 
loss control, and how much in- 
Two representatives of 
the insurance industry will discuss 
insurance vs. insurance for workmen’s 
compensation as a guide to formation of 
policy. They are T. W. Bailey, vice pres- 
ident and director, Marsh & McL ennan, 
Inc., New York, and Hiram L. Kennicott, 
Jr., second vice president, Lumbermens 
Mutual Casualty and American Motor- 
ists, Chicago. After the presentations 
they will be joined by Everett Parks, 
assistant vice president, Marsh & Mc- 
Lennan, Inc., and Walter J. Rockler, 
partner, Lederer, Livingston, Kahn & 
Adsit, Chicago, and all four executives 
will answer questions from the audience. 


sessions 
coverage, 
surance to buy. 


self- 


Panel on Loss Control 

control 
insur- 
Los Ange- 


The panel discussion on loss 
will be handled by J. T. Parrett, 
ance manager, Carnation Co., 
ies, and Malcolm L. Hanson, assistant 
secretary, Indemnity Insurance Com- 
pany of North America, Philadelphia. 
The speakers will explain how continuous 
program of cooperation between the in- 
sured and insurer can benefit both sides 
when an accident occurs. 

How much insurance to buy will be 
covered by a panel group consisting of 
William L. Hughes, general manager, in- 
surance department, Armstrong Cork Co., 
Lancaster, Pa.; Raymond Cox, insurance 
manager, City Stores Mercantile Co., 
Inc., New York, and Dale H. Houmes, 
insurance manager, Outboard Marine 
Corp., Waukegan, IIl. Each panelist will 
describe his company’s views on_ such 
topics as public, products and employers 
liability, fidelity, and burglary insurance. 

Risk management as a profession will 
be discussed by Dr. Harry J. Loman, 
dean, American Institute for Property 
and Liability Underwriters, Philadelphia. 
Health insurance and the challenge it 
poses for industry and insurance will be 
explored by J. F. Follmann, Jr., director of 
information and research, Health Insur- 
ance Association of America, New York. 

Two speakers will deal with legisla- 
tion as it applies to insurance. William 
M. Alrich, managing editor, The Spec- 





Va. Rate Cut Denied 

The Virginia Supreme Court has up- 
held an order of the State Corporation 
Commission denying an insurance com- 
pany’s application for a 25% reduction 
in fire insurance rates. The case had 
been appealed by American Druggists, 
which wanted to reduce the rates it 
charges for the coverage on drug store 
properties. 

The appeals court agreed with the SCC 
that “the question involved is merely 
whether the company should distribute 
its profits after it has e: arned them or 
before it has earned them.” It said the 
company could easily increase its divi- 
dend rate to policyholders rather than 
cut its premium charges by speculating 
in advance what its costs and losses 
would be. 


tator, Philadelphia, will review the find- 
ings of the Senate Judiciary Anti-Trust 
Committee’s investigation on the oper- 
ations of state regulation of insurance 
under Public Law 15. Donald H. Gleason, 
assistant treasurer, Corn Products Co., 
New York, will analyze the insurance 
dilemma of foreign subsidiaries of Amer- 
ican companies in a discussion of the 
Boggs Bill. 

The fellow employe suit will be ex- 
plained by Nathan H. Siegal, secretary. 
Detroit Steel Corp., Detroit, and a vote 
for multiple line policies will be cast by 
Harold H. Hines, Jr., vice president, 
Wineman Brothers, Inc., Chicago. 


New Members Elected to 
N. Y. Insurance Society 


At the last quarterly meeting of the 
board of the Insurance Society of New 
York, Inc., the following individuals were 
elected as members of the society for 
the fiscal year 1959-1960: Shinichiro 
Adachi, Tokio Marine and Fire Insur- 
ance Company, Ltd.; Henry K. Duke, 
Cumberland, Md.; William Hayden, 
Lyons, Weber & Co.; Xavier Sol La 
Lande, Bufete De Seguros; Horacio M. 


Royo, Bureau of Public Insurance, San 
Juan, Puerto Rico; Robert Treauvey, 
Mutual Service Office, and C. Jerome 
Weber, Chase Manhattan Bank. 

This brings the number of individual 
members in the society to 1,350. More 
than 110 of the leading insurance com- 
panies, brokerage houses, and service or- 
ganization are members of the society, 
These individual and organization mem- 
bers contribute to the support of the so- 
ciety’s insurance library, and the School 
of Insurance where more than 130 day 
and evening courses in insurance and 
related subjects are available. 
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. Ten-mile-a-minute jet airliners are 
| characterized as a potent force for world 
peace. “Properly employed, the jet plane 
can become one of mankind’s most ef- 
fective instruments of international un- 
derstanding,” declared Wilbur L. Morri- 
son, executive vice president of Pan 
' American World Airways, to delegates 
to the American Bar Association con- 
vention in Miami Beach. 

Pan American, has experienced “en- 
thusiastic” public response to jet flying, 
Mr. Morrison said. He pointed out that 
in the first ten months of service, Pan 
Am’s jet Clippers have carried more 
than 150,000 passengers on transatlantic 
and South American routes, and made 
more than 1,500 transatlantic crossings. 


Good Performance Record 


Although it is an entirely new and 
different type of airplane, the jet has 
racked up a praiseworthy mechanical 
performance record, he said. “In our 
ten months’ experience with the Boeing 
707 we have had problems to be sure, 
but they have been what our engineers 
call ‘nickel and dime stuff,’” he com- 
mented. “I can safely say that no new 
aircraft has ever been integrated into 
an airline fleet with less difficulty than 
has the 707.” 

Emphasizing the need to keep air 
‘fares within reach of the average busi- 
ness and pleasure traveler to realize the 
_ full potential of jet-speed communication, 

Mr. Morrison declared that “Pan Ameri- 
can will continue to press for lower in- 
_ternational air fares. If fares are held 
toa level that the average man can af- 
‘ford to pay, jet flight will accomplish a 
purpose far more beneficial than setting 
speed records or carrying passengers in 
}unprecedented number,” he declared. 

_ Th Pan American vice president 
warned, however, there are danger signs 
on the jet horizon. “The costs of both 
labor and materials are constantly rising, 
and unless this inflationary trend is 
checked we may be prevented from re- 
alizing the full potential of the Jet Age.” 
_ Not only aviation leaders, but financial 
“institutions as well have shown a solid 
‘faith in the future of jet transport, Mr. 
Morrison pointed out. Before placing 
orders for its $300,000,000 fleet of 44 
Boeing and Douglas DC-8 jet airlines, 
an American arranged with two insur- 
ance companies for long-term loans of 
million, he pointed out. Subsequently 
an additional credit of $30 million was 
| Negotiated. 
| A few days after Pan American opened 
ithe United States’ first jet service last 
tober, Pan American was able to an- 
nounce that 39 leading banks in 17 cities 
throughout the country were participat- 
ing in a $130 million credit agreement 


— American, Mr. Morrison re- 
Called, 





Air Freight Service 


In addition to its jet passenger fleet, 
an American has placed a $60 million 
order for 12 especially-designed Lock- 
heed prop-jet air freighters. They will 
mean a cut of nearly half in rates for 
most overseas cargo and mail, he pre- 
dicted, 
Pie Post Office department will be 
€ to move international mail without 
an airmail surcharge at a substantial 
ys Mr. Morrison declared. “Nearly 
alf of Our overseas parcel post will 
move by air. And equally important, 
mited States magazines and newspapers 
the useful in the cold war in selling 
country’s way of life—can be de- 























Jet Airliners’ Progress, Problems, 
Cited by Morrison of Pan-American 


livered promptly at low cost anywhere 
in the world by air. 

“Peaceful trade throughout the free 
world will benefit and so will our na- 


tional defense. An _ essential military 
reserve of fast, large cargo aircraft will 
be available to our government in an 
emergency—and at a tremendous saving 
to the taxpayer.” 

The Pan American official also 
pointed out that the new cargo fleet 
“will provide continued employment for 
hundreds of skilled airline personnel 
who otherwise might be displaced be- 
cause of the greater efficiency which 
jet aircraft represent.” 

The speed of jet travel poses a num- 
ber of new problems for governments 
and communities, Mr. Morrison said. He 
cited the need for new jet-planed air- 
port terminal facilities, such as those in 
Miami and New York, speedier baggage 
handling facilities, elimination of red 
tape that delays international travelers, 
airport runway improvements, better air 
traffic control. 

“Our pilots, also, have made a smooth 
transition to the jet. It has fewer instru- 
ments to monitor and, on the whole 
although it is much larger and faster— 
the 707 is as easy to fly as a DC-7 or 
a Stratocruiser,’ said Mr. Morrison. 


Problems of Jet Age 


“As I see it, if the arrival of the jet 
plane presents us with a problem, it is 
a lot bigger than anything to be found 
on the instrument panel. The real prob- 
lem is to adjust our thinking to the 
fact that we are actually living in the 
Jet Age. Mind you—the jet is not just 
another new airplane. It is a whole new 
method of transportation. Tihe jet car- 
ries with implications as far-reaching as 
those that attended the birth of ‘the 
railroad or the automobile. And unless 
we learn to think of it in these terms 
we will not be able to take advantage 
of its true potential. 

“Of course, the jet presents us with 
its own mechanical problems—or, to put 
it another way, it accentuates certain 
problems that have been nagging the 





field of air transport for years. Most of 
these are solidly anchored on _ the 
ground, but they must be dealt with 
nevertheless. 

“A transcontinential flight that is con- 
sumated in five hours becomes meaning- 
less if the passenger has to check in an 
hour before his flight and then, after 
he arrives at his destination, has to wait 
another hour for his luggage. Progress 
is being made, however. Mechanical bag- 
gage-handling devices have been per- 
fected and will soon be in operation. 
New terminal facilities—such as those 
in Miami and New York—have been 
designed to speed passengers to and 
from their aircraft in comfort. Gov- 
ernment officials are cooperatirig ad- 
mirably in slashing irksome red tape. 


Changes in Airports 


“There remain, however, stumbling 
blocks not of our making. It would be 
foolish to pretend that all airports— 


either here in the United States or in 
other countries—are suited for jet oper- 
ations. Runways in many cases must 
be lengthened and strengthened. Yet 
here again we can see progress on all 
sides. Few countries or communities 
have failed to grasp that to be left out 
of the Jet Age means economic disaster. 
They have, accordingly, been eager to 
make preparations for this new era. 
If their preparations in certain cases 
leave something to be desired, we are 
confident that that something will soon 
be supplied. 

“Another problem besetting us is that 
of air traffic control. At present, with 
comparatively few jets in the skies, this 
is not immediately pressing. Within a 
few years, however — when _ turbine 
powered planes outnumber piston-en- 
gined aircraft—the situation could be- 
come serious. I am confident that with 
the development of electronics, a con- 
cern on the part of governmental agen- 
cies, and an aroused public opinion, we 
have every reason to expect that we will 
reach a satisfactory solution. 

“Jet scheduling and flight planning are 
essentially the same as for piston-en- 
gined aircraft, yet we must bear in mind 
that this equipment is faster, larger, and 
more costly than any we have ever op- 
erated. If it is to fulfill its purpose, we 
must keep it in the air.” 





Teen-Age Crime Upsurge 


The upsurge in teen-age crime has be- 
come a major concern of underwriters, 
truckers and shippers of all types of 
goods, with well over half of all crimes 
against property now being perpetrated 
by young men and women under age 21, 
according to Jack Seide of New York, 
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president of Babaco Alarm Systems, 
manufacturers of truck and car burglar 
alarms. 

“A large part of the unprecedented 
crime increase since the end of World 
War II has come from the rise in major 
crime by teen-age boys and girls,” he 
said, addressing a meeting of the Ma- 
rine Underwriters of Southern California 
at Los Angeles. Today’s total of major 
crimes by those under 21 is four times 
that at the war’s end and is still rising 
According to the FBI, 80% of all auto 
thefts and two-thirds of all thefts are by 
sub-21 youngsters. This makes teen-age 
crime a major target in all efforts to 
control both crime in the aggregate and 
juvenile delinquency, a No. 1 concern of 
the country today.” 

Goods protection and theft prevention 
have developed to such an extent that 
all goods can be made theft-proof at all 
times, even goods in transit via truck or 
car, according to Mr. Seide. 


Newhouse and Hawley, Inc., 
Make Executive Changes 


George R. Pape, vice president of 
Newhouse & Hawley at the head office 
in Chicago, has been named a director. 
He is relinquishing his duties as sec- 
retary. John R. Freel has been elected 
secretary in addition to his duties as 
assistant treasurer. Henry S. Kreyl has 
been elected assistant secretary in the 
New York office. 

Mr. Pape joined Newhouse & Hawley 
in 1951 after a number of years with 
Royal-Globe, Home and _ Providence 
Washington. Mr. Freel was with Lum- 
bermens Mutual Casualty and Illinois R. 
B. Jones before going with Newhouse 
& Hawley in 1955, and Mr. Kreyl started 
with the organization at New York last 
December. 





N. Y. Mariners Field Day 


Clint Schreter of the Home Insur- 
ance Company and Tim Beardsley of 
the Commercial Union were winners of 
the top golf prizes at the New York 
Marines Club ninth annual field day 
held at the Bonnie Briar Country Club. 
Mr. Schreter won the Skippers Trophy 
for low gross and Mr. Beardsley was 
awarded the Babaco Trophy for low net. 

First Mate’s “93” Trophy went to 
Chuck Daubert, North British & Mer- 
cantile. Al Roccisano of the American 
Home won the hole-in-one contest and 
Charley Kirby of Uniform Printing was 
the winner in the putting contest for 
non-golfers. Other prizes awarded were: 
Jack Campbell of R. A. Fulton, second 
low gross; Fred Leddin, North British, 
and Vin Wick, Talbot, Bird, tied for 
second low net. 

Skipper Thomas E. Kennelly, St. Paul 
Fire & Marine, presided at the annual 
dinner in the evening attended by over 
100 members and guests. 





Marine Correspondents 


The American Institute of Marine 
Underwriters announces the appoint- 
ment of the following correspondents to 
the institute: 

Helsinki, Finland, Henrik G. Krause, 
c/o Finska Sjoforsakrings Aktiebolaget, 


S. Esplanadgatan 12, replacing Sten 
Krause. 
Istanbul, Turkey, J. W. Whittall & 


Co., Ltd., Istanbul Han, Hanimeli Sokak, 
Asirefendi Caddesi, P. O. Box 62, re- 
placing Andronic Georgiades. 





MARINERS HEAR AIKEN 
F. A. Aiken, vice president of Com- 
pany Service Corporation, was the guest 
speaker at the first fall meeting of the 
New York Mariners Club scheduled at 
the Antlers Restaurant, 63 Wall Street, 
Wednesday evening, October 21. Mr. 
Aiken, who has had a long career in 
both the ocean and inland marine in- 
surance field, spoke on “The Whys 
and Wherefores of the Inland ‘Marine 
Underwriters Association and the In- 

land Marine Insurance Bureau.” 














October 23, 1959 





—— 








Zurich-American Offering Its Agents 
New Profit-Sharing Agreement 


off period of two years on the “loss 
carry forward.” 
In announcing the profit-sharing agree- 


Zurich-American is offering its agents 
a new multiple-line profit-sharing agree- 
ment which is believed to be an innova- 
tion in agent-company relationships. 

The single agreement applies to all 
lines written by an agent for the Zurich 
or the American Guarantee & Liability 
except accident and sickness, lines writ- 
ten on a retrospective or premium ad- 
justment basis, and reinsurance on fire 
business. It will replace, as of January 
1, 1960, all contingent commission agree- 
ments now in effect for Zurich-Ameri- 
can. 

The new profit-sharing agreement en- 
ables the agent to receive a_ greater 
share of profits than was possible under 
existing contingent agreements. Whereas, 
under the old-style agreement, he could 
receive 19% of net profits, under the 
new agreement he can share, on a sliding 
scale, up to 25% of the profits. 

Of benefit to the agent, also, is the 
elimination of the indefinite period for 
which a large loss could be reflected in 
contingent commission calculations. The 
new agrecinent provides, in effect, a cut- 


Fred H. Oliver, assistant United 
States manager in charge of sales and 
marketing, said: 

“This is a natural outgrowth of our 
program for ‘Tomorrow’s Business To- 
of economic turmoil 


ment, 


day.’ In this era 
and change, we believe that the agent 
must be given not only a greater in- 


centive to do business with us, but also 
a greater opportunity to take an active 
part in the underwriting of business. 
“If we and our agents are to do busi- 
ness together, let’s give our partnership 


as much meaning as possible. If we 
really work together, both parties will 
benefit and our insureds likewise will 


protection most carefully planned and 
precisely underwritten to meet their 
exact individual needs and circumstances 

“We tell our agents that we want busi- 
ness. Our new, forward-looking profit- 
sharing agreement is our way of show- 
ing that we mean what we say. It will 
permit us to do a better job of rewarding 
our agents both for volume and for good 
experience.” 





Cahill Hopeful on 


The “downstate” insurance gathering 
October 20 at Garden City, N. Y., spon- 
sored by the New York State Insurance 
Agents Association, was told by James 
M. Cahill, secretary, National Bureau of 
Casualty Underwriters, that the new safe 
driver insurance plan, now operating in 
seven states, “is sound in theory, work- 
able in practice, and avoids the funda- 
mental weaknesses that caused the lack 
of success in previous merit rating 
plans.” 

The general indication is that 
plan, as it now stands, is working quite 
well, the speaker reported, He noted 
that producers are cooperating, the re- 
quired signed application is helpful in 
underwriting the business and in assur- 
ing the proper risk classification, and the 
companies at long last are getting an 
opportunity through a successfully com- 
petitive program, to write a bigger pro- 
portion of the good risks. 

Mr. Cahill gave his Garden City audi- 
ence much of the same background in- 
formation as he presented in his recent 
NAIA address in Chicago (reported in 
detail in our September 25 issue). One 
important addition to this address was 
his reference to the Texas safe driving 
insurance plan which will become effec- 
tive in that state next January 1 and 
which, he said, is very similar to the 
NBCU-NAUA plan as in effect in Penn- 
sylvania. 


the 


Point System Under Texas Plan 


Mr. Cahill explained that after an ex- 
tensive analysis of all aspects of merit 
rating and of various types of plans, the 
Texas State Board of Insurance adopted 
the safe driver plan. Main difference is 
in the range of rates that apply based 
on number of points accumulated. For 
no driving record points the insured gets 
20% below the basic rate. For one point 
the basic rate applies; for two points— 
20% plus; three points—40% plus; four 
points—60% plus; five points—80% plus 
and six or more points—100%. 

The speaker then pointed out: “Be- 
cause of allowing a 20% saving to the 
risks with no points during the three- 


Safe Driver Plan 


year experience period, it was necessary 
for the board to establish a heavier sys- 
tem of debits to apply to the risks that 
had accumulated points in order to pre- 
serve a balanced rate structure. In view 
of the nature of the rate regulatory law 
of Texas, this was an essential require- 
ment. 

“Other differences of some import be- 
tween the Pennsylvania and Texas plans 
are: Under the Texas plan points are 
assigned for accidents resulting in dam- 
age to property in excess of $25 instead 
of $50; four points instead of five are 
assigned for the listed ‘serious’ traffic 
violation convictions with the further 
difference that only one point instead of 
five is assigned for driving during a 
period while license is suspended or re- 
voked; also only one point instead of 
three is assigned for reckless driving. 

“It will indeed be interesting to ob- 
serve what happens in Texas “with all 
companies using the same merit rating 
plan.” 





NAIC Study of Issues in 
Senate Probe Ready Nov. 1 


The report of the National Association 
of Insurance Commissioners on its study 
of issues raised by the Congressional in- 
vestigation of state regulation of insur- 
ance under Public Law 15 will not be 
filed until November 1, according to 
Donald P. McHugh, counsel for the Sen- 
ate Judiciary Antitrust subcommittee 
headed by Senator O’Mahoney of Wyo- 
ming. 

Mr. McHugh said NAIC committee 
Chairman Donald Knowlton, New Hamp- 
shire Insurance Commissioner, had asked 
for and had been granted a two-week 
extension for filing the report. 

During NAIC testimony at the sub- 
committee hearings last August, subcom- 
mittee Chairman Estes Kefauver (D., 
Tenn.) told Counsel Julius S. Wikler of 
New York to complete the statement by 
October 15, if possible. 
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Theme of the joint annual meeting of 
National Association of Mutual Insur- 
ance Companies, Federation of Mutual 
Fire Insurance Companies and American 
Mutual Insurance Alliance Advertising— 
Sales Conference last week in Dallas was 


e 
iffort 


PEECH “Management Responsibility—As We 
ary Calls | Face the Sixties.” This gathering, larg- 
3elief est in the mutual field and one of the 


S largest in membership of all trade asso- 
ciations, attracted an attendance of 1,100. 


yf Aetna For three days they met in an atmos- 
>w York | phere of seriousness to determine how 

best to cope with current and future 
=e * pcoblems facing mutual companies, 
en City, @ particularly the small farm mutuals. 
ts in the Joining with them were the members of 
1 oppor- | the Conference of Mutual Casualty Com- 
aa panies, the City Fire Group and other 

: atiliated organizations. 

hat the—’ One of the major addresses at the 
and be- meeting was delivered by Frank Lang, 
{r. Red-) president of his own management and 
hot ol marketing firm with offices in New York 
be vend and Chicago. His subject, well timed, 


was “In What League Will Your Com- 
pany Be Playing in 1969?” Other 
speakers included Penn J. Jackson, 
chairman of the Texas State Board of 
Insurance; State Senator COharles F. 
Herring; George A. Christensen of Salt 
Lake City, president of Bear River Mu- 
tual, who is 1959 president of National 
Association of |Mutual Insurance Compa- 
nies; Percy \Bugbee, general manager, 
National Fire !Protection ‘Association, and 
Robert M. Wald, western director of 
George Fry & 'Associates. 
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Christensen Sees Pressures 


Concerned over the multiple line trend 
which is making it difficult for small mu- 
tual carriers to hold their own in the 
special areas in which they have previ- 
o sly been factors, Mr. Christensen in 
his presidential address warned: “The 
‘time is fast vanishing when a mutual 
company can go it alone. This applies 
to both state and national associations 
of mutuals.” 

His specific recommendation was that 
all national organizations of mutuals set 
up “a strong joint committee of repre- 
sentatives of each association to meet 
‘regularly and cooperatively for the pur- 
pose of doing all possible to preserve 
and promote the fundamentals of the 
philosophy basic to the real reason jus- 
tifying our existence.” 

That NAMIC is aware of the need for 
togetherness, Mr, Christensen pointed to 
the association’s recently established 
expert service” department. Its pur- 
pose, he explained, is to give member 
companies advice and counsel, when 
needed, to enable them to make neces- 
sary adjustments in a multiple line era. 
In the speaker’s opinion, “this plan of 
service has a tremendous potential. Most 
ot our members do not realize the sav- 
ings and strengthening opportunity af- 
forded. My own company is a direct 
beneficiary of such service and hundreds 
of others could well benefit likewise.” 
He further brought out that NAMIC’s 
€xpert services” are applicable espe- 
cially to farm mutuals and smaller city 
companies, At the same time, the larger 
mutual carriers tended to be willing and 
Welcome supporters of the plan. 

Membership of NAMIC is now up to 
nearly 1,300 companies and 36 state 


associations support the national asso- 
Clation, 


Lang Points to Dangers Ahead 


Urging that now is the time for mu- 


oo companies to adjust themselves to 
fn ens conditions and thus prepare 
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Mutual Cos. in Annual Session Look 
Ahead to the Challenge of the 1960s 


NAMIC President Christensen Gives Keynote Address Before 
1,100 Members; Frank Lang Urges Objective Evalua- 
tion of Current and Future Problems 


the next decade, Frank Lang gave his 
listeners a closeup view of problems as 
his firm sees them. “We are in a unique 
position to evaluate objectively manage- 
ment policies, practices and procedures 
without regard to individual personali- 
ties,” he said. 

It is his belief that the best approach 
to a problem involving decisions with 
long-term future implications is to thor- 
oughly review past trends after an 
analysis of current developments. He 
reminded NAMIC that as a speaker at 
its October, 1956, meeting in Cincinnati 
he had forewarned about the increas- 
ingly competitive market, higher losses 
and increased expenses in store for the 
industry. The dire operating results of 
most companies in 1957 bore out these 
predictions. His warning on this occa- 
sion was that “the difficulties you have 
encountered in the past three years have 
only been preliminary as compared with 
what you can expect in the next decade.” 

Mr. Lang agreed with his NAMIC au- 
dience that “you should take pride in 
the fact that mutual fire and casualty 
companies have increased their pre- 
miums in the last decade from $1,171,- 
000.000 to $3,121,000,000, an increase of 
194%. Yet, I wonder whether you real- 
ize that only four companies were re- 
sponsible for a third of this increase! 
You should ask yourself: Has my com- 
pany’s growth kept up with the indus- 
try’s rate? How much of my growth 
was brought about by rate changes and 
inflation ?” 


Questionable Future for Dividends 


The speaker then declared that 
changes are taking place in rating 
structure that may undermine the finan- 
cial position of certain mutual com- 
panies unless their managements take 
proper pvecautions. On this point he 
said: “The mutual business has, during 
the past years, been the beneficiary of a 
Bureau-operated rate structure in fire 
and casualty lines. Once mutual com- 
panies — particularly fire companies — 
knew where the stock companies stood 
on rates, they could not only live within 
that rate, but also pay a dividend. Fac- 
tors such as a traditionally lower ac- 
quisition cost and a more selective man- 
ner in underwriting business enabled 
them to do so. 

“This advantage may well be on its 
way to extinction. It is an interesting 
spectacle to see some of the tradition- 
bound stock companies file rates that 
are competitive and in some cases even 
lower than those of companies known 
for their management policy of deviating. 
For example, a stock company (The Trav- 
elers) which has traditionally been a 
leader in fostering Bureau membership 
as well as the National Bureau itself, 
has filed an automobile program in a 
number of states that includes a merit 
rating plan which allows for discounts 
up to 37% below manual rates for bet- 
ter risks. In addition, the National Bu- 
reau—as well as the NAUA—have filed 
rates in practically every state that in- 
volve a reduction in acquisition cost 
allowance. Regardless of what you may 
think about the future of merit-rating 
plans, there is no question but that the 
reduction of expense allowance will re- 
duce the underwriting margin available 
to mutual companies.” 

The speaker also warned that mutual 
management will have to battle another 
force even more vicious—the influence 
of inflation. He insisted that no matter 
how well selected a company’s risks may 
be, its anticipated underwriting profits 
will not materialize if rating procedures 
do not keep abreast of inflationary 
trends. “Over a period of continuous 








inflation, heavy losses in certain lines 
cannot be offset by profits in others, par- 
ticularly in the case of long-term pol- 
icies,” he said. 


20 Developments Likely in Next Decade 


Mr. Lang then listed 20 developments 
which are likely in the next decade. 


Foremost among them, the predicted 
more aggressive merchandising and 
fiercer competition in all markets. He 


also sees ahead: 

Acceptance of an increased level of 
losses; innovation in policy coverages, 
particularly packages including all lines; 
growth of one-stop selling for personal 
lines; streamlining of processing (in- 
cluding automation) in home and branch 
offices; recognition of management plan- 
ning an an essential function. 

The speaker also expects that mar- 
keting will be developed as an over-all 
concept and that there will be a greater 
division between the commercial and 
personal insurance market. He looks 
for increasing application of deductible 
coverages; greater recognition of crea- 
tive talent; greater application of re- 
search to all phases of the business, and 
innovations in distribution channels. 

Mr. Lang also predicted wider applica- 
tion of time-payment plans, further 
growth of the all-risk concept, and em- 
phasis on talent with managerial know- 
how. 

There is certain to be more extensive 
training in technical insurance, general 
and sales management, both in the home 
office and in the field, as well as more 
intensified survey selling, he said. At 





“Legal Roadblocks” 


the same time, branch office underwrit- 
ing “on the spot” will increase and 
merit rating plans will spread. 

Finally, he sees a -gradual disappear- 
ance of one-line companies and the 
elimination of accommodation business. 

“Many of your own mutual agents 
recognize these changes despite the fact 
that they do not like them,” said the 
speaker. He noted that in a voting 
booth installed recently at the Florida 
State convention, 69% of the agents 
thought that companies writing only fire 
and marine were on the way out, and 
90% preferred mutiple line companies; 
52% believed that companies would 
eventually issue all renewal fire and 
E. C. dwelling policies, 80% ‘believed 
that the public will demand monthly 
plans for package policies, and 93% felt 
that special agents need more technical 
training. 

“While the results of such a poll 
would be much more significant if depth 
interviews had been conducted by a pro- 
fessional organization to probe the rea- 
sons behind various answer, these find- 
ings are still meaningful,” Mr. Lang ob- 
served, 


Impact Upon the Industry 


Translating these expected develop- 
ments into their impact upon the insur- 
ance industry, Mr. Lang anticipates an 
increasing growth in size among major 
companies. This will mean a strain, he 
said, on financial resources for the 
weaker companies. Also to be expected 
is that an increasing number of com- 


(Continued on (Page 38) 
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to Sale of Insurance 


Discussed at Amer. Mut. Alliance Meet 


As standardization of coverage in 
major property- casualty insurance lines 
increases—and it becomes almost manda- 
tory to purchase such protection as prop- 
erty insurance on mortgaged buildings, 
automobiles liability, workmen’s com- 
pensation and even hospitalization and 
medical—miore attention is being paid to 
artificial influences which govern place- 
ment of insurance coverage. The public 
does not so much have to be sold on 
the need for securing such protection, 
but upon from whom it should be bought. 

Four (principal “legal roadblocks” to 
sales of insurance were discussed at the 
annual American Mutual Insurance Al- 
liance Advertising-Sales Conference, held 
Oct. 12-14 at the Hotel Baker, Dallas, 
by John S. Hamilton, Jr., Chicago, gen- 
eral counsel of the American Mutual 
Insurance Alliance. The four were: 
legalistic objections to mutual insurance 
of public property; oppressive rules of 
local stock insurance boards and _ ex- 
changes; coercion and discrimination by 
lending institutions; and regulations of 
insurance advertising. 

‘Mr. Hamilton reported that the trend 
of thinking in the courts continues to 
run in the direction of the right of mu- 
tual companies to insure public property, 
although much litigation has been needed 
over the years to bring this about. The 
thinking of those responsible for place- 
ment of insurance upon public property 
seems running in direction of placement 
upon the basis of the lowest bid, rather 
than upon distributing commissions aud 
coverage among producers in the focal 
area. This seems due in part to local 
and state government financial strains, 
which do not permit the luxury of over- 
paying for insurance coverage for polit- 
ical reasons, and in part to insistence 
upon lowest bidder procedures by Fed- 
eral administrators when Federal funds 
contribute to local financing. 

‘He said mutual insurance of public 
property should continue to grow, to 
the extent that the public property risks 
offered are considered to be suitable 
mutual risks. 

Oppressive rules of local stock insur- 
ance boards and exchanges have seen 
their day, in Mr. Hamilton’s opinion, in 
part because of the philosophy and ac- 





tions of the U. S. Department of Justice, 
and in part because of changes within 
the stock insurance business itself. De- 
viating and independent action among 
major stock property-casualty insurance 
companies probably will continue to grow 
as a method of meeting competition. 
This has become very obvious as a re- 
sult of hearings conducted this year by 
the antitrust and monopoly subcom- 
mittee of the U. S. Senate Committee on 
the Judiciary. The whole future tend- 
ency probably will be toward a loosening 
of restrictive laws and rules. 

Coercion and discrimination by lending 
institutions presents a more complex 
roadblock to sale of insurance. About 
all that can be said is that such coercion 
and discrimination will have to be done 
more subtly than in the past. Adequate 
counter-measures of lasting and wide- 
spread effect are not readily at hand. 


Public Distrust of Advertising 


There seems to be a growing public dis- 
trust of advertising, and of advertising 
media operations, which doubtless will 
be reflected in dissatisfaction with in- 
surance advertising which is open to 
question. While there is no question 
that the advertising man’s orientation is 
toward talking about the advantages of 
what he is trying to sell, rather than its 
disadvantages, probably insurance ad- 
vertising in the future will have to hew 
closer to the line that has been the 
case in the past. For obvious reasons in- 
surance advertisers cannot expect to be 
given the same latitude as advertisers of 
some tangible goods. Insurance adver- 
tising men who are disturbed about this 
probability should keep at hand examples 
of prospectuses which the Securities and 
Exchange Commission requires to be 
used in advertising new securities issues. 
This should afford consolation that they 
have not yet been forced to this point. 

It also should make them supporters 
of state vs. Federal regulation of insur- 
ance, in case they do not now feel that 
this is a subject which is of immediate 
concern to them. 

Problems of Sales Recruitment 

The problems of recruitment of sales 
personnel, both for direct-writing mu- 

(Continued on Page 38) 
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Mutuals Ready With 
Package Policy Program 


APPROVED IN NEBRASKA AND PA. 
For Private Passenger Risks Only; 20% 
Overall] Saving; Single Limit and UM 
Coverage; Merit Rating Optional 
<anoe in the automo- 


The 
insurance 


competitive 


bile market for private pas- 


senger cars business has been stepped up 


with the announcement by the Mutual 
Insurance Rating Bureau that a new, 
streamlined package automobile policy 


program was put into effect in Nebraska 
and Pennsylvania on October 21 for its 


member and subscriber companies li- 
censed to write automobile lines in those 
states. 

The mutuals’ package features a newly 
designed, economy-type policy contain- 
ing auto liability, medical expense and 
uninsured motorists’ coverage “at a con- 


siderable premium saving for many mo- 
torists; the optional use of individual 


risk rating plans, variable policy pe- 
riods, single limit of liability with 
optional ranges, and alternative classifi- 


cation plans. 
Available 
cars owned by 


passenger 


only for private 
husband 


an individual o1 
and wife, this new program achieves 
flexibility, the Mutual Rating Bureau 
says, by introducing a wide choice of 
company options. It is noted that the 
liability coverages, medical expense and 
uninsured motorists protection have been 
“packaged” as a unit under the policy, 
and are afforded at an over-all premium 
saving for most motorists of about 20% 
under the cost of similar coverages, if 
separately purchased. Individual risk 
rating plans may be used in conjunction 


with the new policy, making possible 
additional savings for motorists who 
meet standards qualify them for rate 


discount. 
Savings From “Packaging” 

While their programs may differ, the 
Mutual Rating Bureau and the National 
Bureau agree that the package automo- 
bile policy program reflects a major 
change in the merchandising of automo- 
bile insurance to the public. It is brought 
out: “The new economy-type policy, 
with the mandatory inclusion of unin- 
sured motorists coverage and insurance 
for medical expense, reflects a_ better 
spread of insured hazards, a reduction 


in adverse selection and reduced pro- 
cessing expenses. For this reason, a 
reduced premium has been made _ pos- 
sible. The scope of coverage has been 
realistically oriented to the needs of the 
great majority of motorists. The rates 


promulgated by the Bureau follow a for- 
mula which accommodates policy rating 
by electronic equipment. 


“Single Limit” of Liability 


limit” for the liability 
protection against unin- 
sured motorists is regarded as an itm- 
portant feature of the new package 
policy. Provided for bodily injury and 
property damage combined, this single 
limit is available for all claims resulting 
from any one accident whether the 
claims are for bodily injury to one or 
more persons or for damage to the 
property of others. In some cases, it is 
explained, the single limit will provide 
the insured with more protection, notably 
where the insured has caused serious 
bodily injury to one person or where 
the insured is responsible for damage to 
expensive property. 

Five specific optional limits of liability 
are available in the new program, 
namely, $25,000, $50,000, $100,000, $200,- 
000 or $300,000. Each limit is coupled 
with a specified limit for medical ex- 
pense coverage, as follows: $25,000 limit 
of liability and $1,000 medical expense; 
$50,000 liability and $2,000 medical ex- 
pense, $100,000 liability and $3,000 medi- 
cal expense; $200,000 liability and $4,000 


The “single 
coverage and 


medical expense; $300,000 and $5,000 
medical expense. 
Provision is also made in the policy 


issued for a single limit of liability 
which will enable the policy to qualify 


as evidence of financial responsibility 
under all of the state laws notwithstand- 
ing requirements which contemplate in- 
surance provision for separate limits per 
person and per accident for bodily injury 
and for property damage. 

Uninsured motorists coverage is also 
provided at a single limit which is the 
per accident limit of the financial re- 
sponsibility law of state in which 
the insured resides. 


the 


Optional Features 


The Mutual Bureau’s program includes 
a number of options that are intended to 
reasonable flexibility in under- 
writing. Basically, the companies have 
the option of using the new program. 
The package automobile form may be 
issued for a fix annual term, for six 
months, three months, or as an “open 
term” policy, that is, a policy without a 
fixed termination date which continues 
in force until canceled. 

Alternative private 
cation plans are also available. The 
present “six class plan” remains as the 
basic plan and will continue in effect for 
all members and subscribers of the Mu- 
tual Bureau which do not elect one of 
the other classification plans prepared 
for optional use with the package pro- 
gram. Companies which elect a private 
passenger classification system from 
among each of 


assure 


passenger classifi- 


the plans available for 





LARGE CAPACITY:-PROMPT SERVICE 


the three major classes, Class 1, Class 2 
and Class 3, for use in a state will apply 
this system to all private passenger busi- 
ness written in that state. The range of 


options for the single limit of liability 
and for medical expenses is also a fea- 
ture. 


Under the new program, individual risk 
rating plans, often called ‘merit rating 
plans,” may be used at the option of 
the companies. 


Individual Risk Rating 


The Mutual Bureau’s program also 
makes provision for companies to use 
individual risk rating plans with the 


package automobile policy and all other 
private passenger car business. There is 
no single mandatory merit rating plan 
Instead, Mutual Bureau companies are 
provided a set of Guiding Principles 
which each company must follow in de- 
signing a merit rating plan of its own 


choice. Two plans, meeting the criteria 
of the Guiding Principles, have been 
filed by the bureau in Nebraska and 


Pennsylvania for use by any member or 
subscriber desiring to do so. 

Physical Damage Coverages Also 

The new package policy may be writ- 
ten to include automobile physical dam- 
age insurance, Although the Mutual 
Bureau is a rating organization only for 
the liability and related lines in the 


ON 


¥ 
automobile field, the new form is readily) 
adaptable to the inclusion of physica 
damage coverages in the package. 
bureau company is free to add or omi 
physical damage elements, and the de. 
tails of the physical damage provision; 
matters of 
pany choice. 
The physical damage provisions which} 
have been designed for combination wit] 


added are 


individual 


Eact 


indic 
regul 
and | 
dling 
olistit 
an ed 


com- 


the Mutual Bureau liz ibility policy prof Q. 


gram are 


being 


made 


available 


by them that ¢ 


National Automobile Underwriters Asso.fare a 


ciation, or by individual company filings 
For companies electing to use the physi. 
program 43 
the NAUA on behalf of thos 
the physical damage cover.) 
collision, 
prehensive and supplementary payment; 
rates than comparable 
policies. 

advises 


cal damage 
filed by 
companies, 
ages include 
coverage 


The 


states 


portion 


at lower 
coverages under other 
Mutual 
program has been filed in several other 
and these filings are pending. 


automobile 


3ureau 


of the 


that its 





ON NACSE EXEC. COMMITTEE 
Elected to the executive committee off” 
at the recent White Sulphur 
Springs convention were William Bern. 
attorney, 
Evans, 


American Casualty of Reading. 


NACSE 


hard, deputy 
Accident, 
dent, 


EXCESS LIMITS 


OVER PRIMARY OR SELF INSURED RISKS 


COUNTRYWIDE 


JOHN R. WIEST, Vice President 
TELEPHONE . . . BOwling Green 9-9100 


+ 


HOME E OFFICE e 33 MAIDEN LANE + NEW YORK 38, 
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Milton Interview 


(Continued from Page 26) 


indicate the future course of insurance 
regulation. The_ public wants, requires 
and demands efficient and capable han- 
dling of their insurance needs. Monop- 
olistic tendency will not go too far with 
an educated public. 

Q. As an insurance producer do you feel 
that the executive talents of the companies 
are aware of their responsibilities in this 
changing picture? 

Producers and Cos. Must Work Together 


A. From observation, I can only re- 

peat an old expression, “these are the 
times when the boys will be separated 
from the men.” That, of course, is true 
for everyone, producer and executive. 
I'm sure the stockholders of our great 
companies will not stand for anything 
but perfection in this trying era in in- 
surance. Like never before, company 
field forces and home office executives 
must work hand-in-hand to solve grow- 
ing competitive problem. Their respon- 
sibilities each to the other, and both to 
the public and their needs, cannot be 
under-estimated. 
QO. From what you say it seems apparent 
that multiple line selling has become an 
actuality in most areas. What do you think 
will be the accomplishments of companics 
who have gone into multiple line opera- 
tions ? 

A. I believe that what is applicable to 
the insurance agent and broker also ap- 
plies on the company levels. There is 
no question that those companies which 
have gone (and will go in the near 
future) into multiple line operations will 
be in the forefront of our industry within 
ten years. The others will have much to 
regret in not seeing the handwriting on 
the wall. The decision of property com- 
panies to acquire life affiliates or to 
create them is the result of much 
thought. The time will come when the 
life companies, who survive this trend, 
will have to broaden their facilities by 
acquiring and creating property com- 
panies. 

Q. A while back you mentioned that the 
specialist in our industry will become a 
thing of the past. What do you mean? 


Producers Faced With Tough Problems 


A. In my 15 years in this great pro- 
fession I have seen a number of changes. 
In 1944 a life insurance specialist was 
able to maintain himself with a minimum 
amount of production, giving lim aver- 
age premium to earn a living wage. The 
general insurance broker was also able 
to maintain himself as a property agent 
because of low overhead and high com- 
missions. Now we find that in spite of 
the subsidizing of new agents in the life 
feld with unprecedented salaries and 
drawings, nine out of ten men fail 
within their first 12 months. 

The reasons are quite obvious: More 
term insurance, lower premiums and less 
commissions. We all know that a half 
million dollar producer in his first year 
in life insurance is an absolute rarity. 
Do we realize that this exception to the 
tule can only earn an average of $100 a 
week with all this production during his 
first year ? 

Let's look at the other fellow, the 
Property specialist. Flis overliead has in- 
creased; telephone calls are now ten 
cents when they were formerly five cents, 
tokens on the subway cost 15 cents. 
His gasoline, if he is fortunate to own a 
Car, is now alinost 40 cents a gallon when 
it was formerly 15 to 20 cents. If he 
has his own office and his own staff, 
that’s where the overhead bug really 
bites hard. On top of all this the poor 
fellow today has cuts in his commissions, 
tougher markets to work with, and direct 
Writer competition to boot. So what is 
the solution ? 

t seems from. where 1] sit that the 
seneral practitioner of insurance who can 
survive in our industry will be the man 
Who can handle both life insurance and 
‘he general insurance requirements of 
ls clientele. After all when the doctor 












completes eight years of college training 
a two years of internship he doesn’t 
reluse to treat a child for a broken arm 
Just because he might have aspirations 


of becoming a heart specialist one day. 
As a matter of fact, I have never been 
able to understand why life insurance 
companies have always felt that they 
can create life insurance specialists be- 
fore they were general practitioners of 
insurance. 


QO. Mr. Milton [ belteve a number of 
your life insurance colleagues will disayree 
with your last analysis. What would your 
answer be to them. 

A. Disagreement of basic principles of 
business has been a long standing trade 
mark in this great country of ours. But 
I don’t have to go far to justify my 
contentions. There are very few life in- 
surance agencies who do not have the 
majority of their full time men delving 
into general insurance either with or 
without the knowledge of their managers 
or general agents. Thien too, there are 
others who try to supplement their in- 
come with Mutual Fund sales. If some 
of my colleagues choose to keep their 
heads in the sand toward this obvious 
trend in insurance selling I can only 
counter and say that the sand storm 
will last a long time. 


QO. Mr. Milton, as a final question, do 
you believe that the difficult problems fac- 
ing our industry today will be solved to 


Safe Driver Insurance Plan 


° 
Given Texas Approval 
A safe driver insurance plan that will 
niean 20% lower insurance rates to care- 
ful drivers, but rates as much as 100% 
higher to careless and law-violating ones, 
was approved by the Texas State Board 
of Insurance. The board plans to put 
the program into effect for all private 
passenger car insurance policies written 
in the state January 1 or thereafter. 
Drafted by the board after more than 
a year of study and investigation of 
merit rating systems in other states and 
counties, the new plan will affect the 
premium rates for automobile bodily in- 
jury liability, property damage liability, 
medical payments and collision insurance. 
It will apply to all policies of this type 





the satisfaction of the companies, the field 


forces and the insured public? 


A. I can unquestionably state that our 
problems will be resolved and that the 
ultimate solution will enhance the im- 
portance of the insurance companies in 
America, increase the prestige of the 
field man, but more important, the public. 
in their quest for financial security will 
be better served in the future. 


THE 
PROPERTY 
INSURANCE 
COMPANY 
THAT AGENTS 


ARE BUILDING 
FOR 
THEMSELVES 


EXCELSIOR 


INSURANCE COMPANY OF NEW YORK 
SYRACUSE N.Y 








written by all companies on all private 
passenger automobiles eligible for cover- 
age under the family automobile policy. 
These are defined as four-wheel autos 
of the private-passenger, station wagon 
or jeep type, or truck-type autos with 
a load capacity of 1,500 pounds or less 
not used for business or commercial 
purposes other than farming or ranching. 

The plan will not apply to private pas- 
senger automobiles already experience- 
rated, such as fleet cars. 
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..the people of the Twentieth Century: the people who made 


history, who saw it made, whose lives were shaped by it—this is the theme of Prudential’s 


award-winning TV series, THE TWENTIETH CENTURY, Sunday Evenings, CBS-TV. 


Relive their darkest and brightest moments through 


the camera’s eye on such programs as: 


THE MOVIES LEARN TO TALK -— Garbo’s first 
words on film...Al Jolson singing “Mammy”... nostalgic, 
historic —with commentaries by Jack Warner and 


Lee De Forest 


THE SUICIDE RUN TO MURMANSK —ithe ver- 
batim account of this World War II adventure as told 
by a British skipper who lived it...as seen by American 


correspondent Walter Kerr who was a part of it 


INSURANCE 


frre 


ANNUITIES 


SICKNESS AND ACCIDENT PROTECTION 


... Significant, exciting shows—POLAND ON A 
TIGHTROPE, GOERING, AGE OF THE JET, MAN 
AND THE MOON, THE OLYMPICS. See them all 
on “THE TWENTIETH CENTURY,” Sunday evenings 


over CBS-TV. 


THE WEEK THAT SHOOK THE WORLD —the pre- 
lude to World War II...the seven days before the actual 
outbreak...radio tapes of America’s leading foreign cor- 
respondents...the dire predictions of what was to follow 
made by Edward R. Murrow and Eric Sevareid... 
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Steck Co. People Are 
Active at Safety Meet 


HELD IN CHICAGO OCTOBER 19-23 
D. G. Vaughan, T. N. Boate to Have 
Prominent Roles; Many Others to 
Talk at Section Meetings 





An impressive list of capital stock in- 
surance representatives are participating 
in the 47th National Safety Congress— 


biggest annual safety meeting in the 


ber of the Traffic Conference. 
Annual Driver Education Breakfast 


More than 200 leading educators at- 
tended the Annual Education Breakfast 
Conference, sponsored for the 15th con- 
secutive year by the Casualty & Surety 
Associations accident prevention depart- 
ment. On this occasion, sponsorship of 
the conference will be turned over to the 
newly established Insurance Institute for 
Highway Safety. The broad accident 
prevention activities of the Association 
have been transferred to the ITHS in line 
with the casualty insurance industry’s 





PRITCHARD AND BAIRD 


REINSURANCE 


Consultants 


and 


Intermediaries 


Fully prepared through long experience to serve 


intelligently those Underwriters who demand the 
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K. 1. P. is not available in Ohio. 


the one to offer such a plan to them. 


LUMBERMENS MUTUAL CASUALTY COMPANY 
AMERICAN MOTORISTS INSURANCE COMPANY 
AMERICAN MANUFACTURERS MUTUAL INSURANCE COMPANY 
FEDERAL MUTUAL INSURANCE COMPANY 
divisions of KEMPER insurance 
Chicago 40 
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The Kemper Insurance Plan is only one of the many advantages “) 
representing a Kemper company. For information, write: Agency PreVhospita) 
duction Department, Home Office, Chicago 40. 
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EF, O. Williams Featured 
| Speaker at HIAA Forum 


AT NEW YORK NOVEMBER 16-18 








! 
i 


President V. J. Skutt to Give Keynote 
Address; Program Embraces 43 Work- 
shops, Two Panel Sessions 





Frank O. H. Williams, vice president 
and director of the Connecticut General 

i) Life, will be the featured speaker at the 
9 1959 Individual Insurance Forum of the 
Health Insurance Association of Amer- 
fica. The forum will be held November 
16-18 at the Biltmore Hotel, New York. 
Mr. Williams’ talk, “Speaking of 


der tha Images,” will highlight the forum’s an- 


1 paying 


Commis! 
rate in 
accident: 
or other 
rance in 


COS. 


nual luncheon November 17. V._ J. 
Skutt. HIAA president, and president of 
the Mutual of Omaha, will deliver the 
keynote address that opens the meeting. 

Other prominent speakers and _ their 
topics will be Dr. Haddon M. Carryer of 
the Mayo Clinic, “Health Insurance at 
the Mayo Clinic”; Car] A. Ernst, direc- 
tor, S. & A. department, North Ameri- 
can Life & Casualty, Minneapolis, “An 
Agency Man Looks at Today and To- 
morrow’; Charles E. Stevens, assistant 
secretary, Indemnity and Life Insurance 
Co. of North America, Philadelphia, “Op- 


ed Risky portunities Unlimited,” and Rex H. An- 


to mem. 


1 of Cas 
w has 4 
es. 


— avail: 
lesignel 


derson, vice president, Life of North 
America, “A Challenging Decade.” 
The forum will offer 43 workshop ses- 


That sions on a variety of health insurance 
'¥e has i 


topics as well as two panel discussions. 

The first panel, entitled, “Have You 
Heard?”, will be held the morning of 
November 16, and will be moderated by 
Peter J. Burns, assistant vice president, 
New York Life. 

Panel members and their topics will 
be: Christopher J. Cox, director, A. & 
H.,, North American Reassurance, New 
York, on “Substandard”; A. M. Hansen, 
second vice president, Mutual of Omaha, 
on “Senior Citizen”; Carroll J. McBride, 
secretary, accident department, The 
Travelers, on “Major Medical,” and 
George F. Monks, manager, A. & S. 
claims, New York Life, on “Claims.” 

The second panel, “Overinsurance 
Dangers,” will be moderated November 
17, by Stanford Miller, vice president, 
Employers Reinsurance Corp., Kansas 
City. Panel members and their topics 








and use! Will be: Francis W. Evans, director, S. & 


A. underwriting, The Prudential, New- 


se detail} ark N. J, “Individual”; Robert Finley, 


second vice president, Washington Na- 
tional, Evanston IIl., “Franchise”; How- 
ard LeClair, vice president, Mutual of 
Omaha, “Claims,” and Joseph V. Mc- 
Carthy, superintendent, Group under- 
writing, Zurich, Chicago, “Group.” 





NEW A. & H. BOOKLET POLICY 








S. American Casualty Announces Franchise 
Comprehensive Maior Hospital Insur- 
3, The ance Plan; Details Given 


A franchise comprehensive major hos- 


-e you'r? pital insurance plan, featuring a new 


tages 0 


ooklet policy, an innovation in the 
Accident and Health field, is announced 
aby the American Casualty of Reading. 
At the same time, ACCO pointed out 
that this new plan, which pays in- 









icy Pro hospital expenses ($50 deductible), in- 





cluding pregancy benefits, as well as 
Surgical and physician’s fees, is being 
offered for the first time to employers 
with small groups of employes. 

ACCO’s A. & H. department said the 
"ew coverage was designed for realistic 
Protection against an ever-present threat 
‘0 the employes’ financial security— 
Tushing hospital bills resulting from ac- 
ldent or sickness. 

Sales folders prepared for the use of 
Bents point out that if the comprehen- 
Wv€ major hospital insurance plan is 













Loyal Protective in Midst 
Of Best Production Year 


Loyal Protective of Boston is experi- 
encing the best new business production 
this year in its entire history. In Sep- 
tember the S. & A. new business received 
was up 38% and life sales were 45% 
ahead of the same monih a year ago. 
This record followed on the heels of a 
successful summer contest which set all- 
time high results. S. & A. production 
for July and August gained 85% over 
the same period in 1958 while new life 
business rose 42%. 

Jerome M. Powell, Loyal’s president, 
and Walter E. Collins, vice president 
and agency executive, point out that this 
general upward trend started in the late 
summer of 1958 and has continued stead- 
ily each month ever since. They attribute 
the gains to several factors in addition 
to generally favorable economic condi- 
tions. 

“Foremost is the fact that no fewer 
than nine new general agents have been 
appointed this year to date,” said Mr. 
Powell. Three of them were among 
Loyal’s “big ten agencies” on August 31 
and the other seven, all veteran agencies, 
were well ahead of their 1958 records. 

Both Loyal executives also pointed to 
new coverages and liberalizations of un- 
derwriting rules introduced by the com- 
pany during the past 20 months. These 
include a post-dated check plan, waiver 
of premium for hospital-surgical policies, 
new loss-of-time coverages for both men 
and women, a new major medical con- 
tract, a series of income protection riders 
(life) and a new 5-year term policy guar- 
anteed renewable and convertible to 
age 70. 





purchased by the employer for employes 
the premium paid by the employer is tax 
deductible as a necessary business ex- 
pense. 

The plan provides for payment of 75% 
of hospital expenses up to $5,000 (after 
$50 deductible), as well as surgical and 
physicians’ fees if included in the con- 
tract. The plan has no termination age 
for adults and includes all dependent, 
unmarried children in a family between 
the ages of 14 days and 21 years. 

The newly designed policy is a 14-page 
booklet attractively bound in a heavy 
cover that is a duplicate in design and 
color of the salesfolder «available to 
agents from ACCO branch and service 
offices across the nation. 

This is the first A. & H. policy re- 
leased since the formation of the com- 
pany’s production and merchandising de- 
partment. ACCO feels this type of 
coverage will find great acceptance both 
from its agents and brokers as well as 
the buying public. 





LICENSED IN MORE STATES 

All American Life & Casualty Com- 
pany of Park Ridge, IIl., is now licensed 
to transact life and accident and health 
business in Vermont, New Hampshire 
and Maine. The company is now li 
censed in 37 states and the District of 
Columbia. 





STANDARD ACCIDENT TRANSFER 

Standard Accident thas transferred 
Meld Aud‘tor Earl ‘R. Schnedler from St. 
Louis to the company’s Baltimore office. 
Mr. Schnedler is a graduate of Uni- 
versity of Missouri, with a B.A. in ‘Busi- 
ness Administration. 





KENNETH S. MARTIN DIES 
Kenneth S. Martin, well-known Ore- 
gon insurance man and officer of the 
Oregon Insurance Agents Association, 
died while on a hunting trip in the 
Steens Mountains area. He was a native 
of Oregon, age 50. 





Personal Accident Insurance Coverage 


On Chartered Planes Is Not Ey tiie 


Roy A. Duffus, prominent local agent 
of Rochester, N. Y., who is secretary of 
the James Jolinston Agency, Inc., there, 
former president of the New York State 
Association of Insurance Agents and 
long active in the National Association, 
brings up the problem of coverage under 
personal accident insurance to persons 
traveling in chartered airplanes. This 
type of travel is expanding rapidly at 
present. Mr. Duffus was lecturing at 
Penn State University two weeks ago 
and while there learned that a number 
of students were taking chartered planes 
to West Point to see the Penn State- 
Army game. Some personal accident 
coverage was under a group plan of the 
university and other policies were writ- 
ten for students in their home towns. 

“Since returning home,’ says Mr. 
Duffus, “I have checked with various 
companies and find a wide variety of in- 
terpretations of coverage on chartered 
airplane trips. One company writes an 
accident policy which covers any aircraft 
operated by an established concern or- 
ganized to operate an airplane service 
and licensed for the carriage of passen- 
gers for hire. This would obviously 
cover a charter trip. 

“Another company mentions that it 
will cover any traveler who flies on 
civilian or government planes other than 
scheduled airliners, if used for trans- 
portation of passengers and where they 
have a valid airworthiness certificate and 
which are flown by a pilot with a C.A.A. 
commercial pilot’s license or its military 
or foreign equivalent. Both the above 
would take care of a chartered plane. 

“However, many older forms definitely 
cover only on regularly scheduled runs 
and thus would not cover such a trip as 
I have mentioned. Business firms are 
more and more taking groups of their 
dealers or customers to far-away places 
and using chartered planes in some in- 
stances. Tihere is a possibility that it 





ROY A. DUFFUS 


might upset the insurance program of 
at least a part of the group because their 
policies are of the older form. 


“Tt would appear that this subject is 
one which should be discussed and it 
also would appear that in the interest of 
common sense all outstanding policies 
should be interpreted as covering under 
the broader coverage now granted by the 
most recent policy forms. It would be 
a very unhappy situation for our busi- 
ness if there were a disaster and half 
of the people on the plane couldn’t col- 
lect and the other half could, and all 
because some of them had older or obso- 
lete policy forms.” 





OPENS NEW SALES OFFICE 





Hartford Accident & Indemnity Names 
Charles I. Thompson to Head N. Y. 
Travel Accident Branch 
Expansion of the travel accident divi- 
sion of the Hartford Fire Group’s New 
York department is announced by Man- 

ager B. F. Gates. 
The Hartford Group has acquired 1,400 


CHARLES I. THOMPSON 


square feet of ground floor space in its 
New York headquarters building at 123 
William Street, where a new sales office 
for travel accident insurance opened on 
October 19. Charles I. Thompson re- 
cently joined the company’s New York 


IAAHU Board in Session 
October 24-25 in Chicago 


The board of directors of International 
\. & H. Association will be in session 
October 24-25 at Conrad Hilton Hotel, 
Chicago, with President Oakley Baskin 
(Mutual of Omaha) and Board Chairman 
Gail Shoup (Lincoln National) promising 
a full agenda. Among topics to be dis- 
cussed are the following: 

(1) The nationwide series of IAAHU 
leadership seminars, first of which was 
held in Lansing, Mich., and with 20 
p'anned between now and mid-Novem- 
ber; (2) the A. & ‘H. persistency award; 
(3) possible stiffening of requirements 
for Leading Producers Round Table 
award; (4) plans to revive Black Cat 
Day for each \Friday the 13th of the year; 
(5) plans to combat adverse legislation; 
(6) income tax discrimination against 
agents who write both Life and A. & H.; 
(7) audio-visual selling; (8) new speakers 


roster; (9) new procedure manual for 
IAAHU officers, and (10) Blue Cross 
report. 





staff as assistant manager of the acci- 
dent and sickness department in charge 
of this sales office. 

With travel accident insurance becom- 
ing increasingly popular, Mr. Gates said, 
the company’s expansion in this field 
will offer new and improved service for 
Hartford agents and brokers. All forms 
of group and personal travel accident 
insurance written on a short term or an 
annual basis are available. 

Mr. Thompson, a graduate of Alle- 
gheny College, was previously associated 
with the Continental Casualty in New 
York in its travel accident department. 
A World War II Air 'Force veteran, he 
was awarded the Purple Heart, Distin- 
guished Flying Cross and the New York 
State Conspicuous Service Cross. 
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MANAGING GENERAL AGENTS | 


for the 


BENEFICIAL FIRE & CASUALTY 
INSURANCE COMPANY 


OF LOS ANGELES, CALIF. 


Offering Brokers and Agents 
the Credit Facilities of the 


DINERS’ CLUB, INC. 
and 


THE SHERATON HOTELS 
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Sales Congress Program of 


N. J. A. & H. Assn. Ready 


The New Jersey Association of Acci- 
dent & Health Underwriters has com- 
pleted the program of speakers for its 
third annual sales congress to be held 
Thursday, October 29 at the Military 
Park Hotel in Newark, N. J. 

Starting off with a luncheon, the guest 
speaker will be Alan King, second vice 


president of The Prudential in its Ordi- 
nary department, who will discuss the 


U. S. Life Announces Two 
Home Office Promotions 


The promotion of two home office em- 
ployes of the United States Life is an- 


nounced. Howard L. Korn became the 
company’s new A. & H. actuary and 
Donald B. Seger was tamed claims 


supervisor of the same department. 
Mr. Korn has been with the company 
since 1956 as Group actuarial supervisor. 
He began his career in the insurance 
business as a Group underwriting analyst 


before joining the United States Life. He 
is a graduate of Newark College of Rut- 
gers University where, as a mathematics 
major, his scholastic record earned him 
a Phi Beta Kappa key. 

As A. & H. claims supervisor, Mr. 
Seger will direct all operations of that 
department. He joined the United States 
Life in March of this year as a claims 
examiner. Prior to that time, he had 
been claims manager for the Eastern 
Casualty Co. of Tarrytown, N. Y., for 
four years. He started his career in the 
insurance business with the A. & H. 
claims division of the Continental Cas- 


Blue Shield “Over 65” Plan 
Approved in Virginia 


The Medical Society of Virginia at 
its recent annual meeting in Roanoke 
passed a resolution approving a Blue 
Shield plan to institute low-cost surgical 
insurance for senior citizens over 65 
years of age. 





3rooklyn Preparatory School and St. 
Peter’s College in Jersey City, Mr. Seger 
also attended New York University Grad- 
uate School of Business Administration 
and the Fordham University School of 


‘task of the life agent in adapting his 
§ sales methods so as to embrace sickness 
| © and accident insurance. 

| ' He will be followed by H. Cochran 
| | Fisher, Washington, D. C. agent of the 
' Aetna Life, whose topic will be “Take 
Pit or Lose It.” Throughout his long 
Scareer Mr. Fisher has been an_out- 
' standing producer of life and disability 
insurance. 

' Next feature will be a sales panel, 
moderated by George E. Lehman, man- 
Hager of National Accident & Health 

Insurance Co., during which successful 

salesmen will reveal their methods in the 
areas of prospecting, presenting and clos- 

ing the sale; delivery of the policy and 

‘securing referral leads. 

Rounding out the program will be 
William Harmelin, agency supervisor, The 
» Harmelin Agency, Inc., New York, rep- 
Presenting Continental Assurance, who 
will give his “Disability Buy and Sell 
' Agreement” talk, and John F. Gaule, 
F second vice president of Mutual of 
Omaha, who will explain the techniques 
‘and attributes of a successful producer. 
» Mr. Lehman and William B. Cornett, 
PF manager of S. & A. sales and service 
| of The Prudential, are co-chairmen of 
i the congress. Tickets may be purchased 
‘in advance ($5.00) from Allen Wester- 
' beck of Washington National, 17 North 
| Harrison Street, East Orange, N. J. A 

sizeable attendance is expected. 





| A. & H. ASSN. HEARS E. H. MAY 
Republican State Chr. of Connecticut 

Guest of Southern Conn. Group; 

Fred Brinkmeyer President 

' The honor of having Edwin H. May, 
| Jr, Republican State Chairman of Con- 
; necticut, as guest speaker was the good 

fortune of the Southern Connecticut As- 
| sociation of A. & H. Underwriters Oc- 
F tober 8 at New Haven Country Club. 
| Mr. May, who is president of the Hart- 

} ford agency firm of May, Potter & 
| Murphy, Inc., is one of the youngest 

party chairmen in the country. He was 

chosen for the “outstanding young man” 

award of the Hartford Junior C. of C 

in 1954 and also won this award from 

the state of C. of C. in 1955. He was 
dlected to the 85th Congress and was the 
youngest Republican member of that 

Congress. Last year he was appointed 

to the House Committee on Appropria- 

tions. 

In his luncheon talk Mr. May praised 
President Eisenhower for his determined 
battle to hold the line against inflation 
and said that “this has been a most 
important factor in our prosperity.” He 

also lauded U. S. Senator Prescott Bush 

as a national leader in the fight for a 
sensible, progressive economy,” and 
recognized Vice President Nixon for his 
leadership in international affairs. 

Mr. May was introduced by Fred 
Brinkmeyer, president of the Southern 
Connecticut Association, who is New 
aven branch manager of Home In- 
@emnity Co. Future meetings are sched- 
Wed for December 3, March 3 and May 


5, 1960. 
















L. & T. Rates Up in Md. 
vised O.L. & T. bodily injury liability 
ance rates for classifications rated 
man area or frontage basis were an- 
inced for Maryland on October 13 by 
National Bureau of Casualty Under- 
€rs on behalf of its member and sub- 
companies. 
4 e changes became effective October 
4. The average statewide percentage 
change is an increase of 23%. 








































and actuarial trainee with the New York ualty in New York. A graduate of Law. 





* Agents who sell for Combined 
are often the subject of colleague 
admiration. 


“Wonder how that 
Combined fellow 
does it” 


That’s quite natural because 
most Combined representatives 
are successful to an outstanding 
degree. Attaining this measure 
of success doesn’t just happen. 
Combined provides agents with 
the two principal ingredients 
that assure their success. 


1. Saleable Merchandise: From 
a broad selection of Hospital, 
Medical-Surgical and Loss of 
Income plans, Combined 
assists an agent in choosing 
the type of coverage he is best 
qualified to sell. 


2. Combined’s Motivational 
Techniques: Combined agents 
receive training and direction 
in the form of exclusive 
motivational techniques 
that mean the difference 
between ordinary and 
m extraordinary results. 


That’s how the Com- 
bined fellow does it. He’s 
prepared for success by 
a successful organiza- 
tion — Combined, sec- 
ond largest exclusive 
accident and health 
company in the world. 


We'll be glad to tell you 
how you may become success- 
ful with Combined, if you’ll 
mail the coupon below. 










































0 M Combined Insurance Co. of America, Dept. 123 ( 
8 | N E D 5050 Broadway, Chicago 40, Illinois 

C How can Combined help me to success in the 

Accident & Health Field? ( 


Insurance Company 


Of America 
W. CLEMENT STONE, PRESIDENT 


5050 Broadway, Chicago 40, Illinois 
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Gerald J. Koehler Forms 
His Own Agency in Toledo 


Gerald J. Koehler, former president of 
H. Poulsen & Co., Toledo and Chi- 
cago, has announced the formation of 
Koehler Insurance Associates, Inc., with 
executive offices at 1931 Sylvania Ave., 
Toledo. 


The new firm will specialize in the 
development and administration of ali 
forms of health, accident and life insur- 


ance programs for business, industrial 
and professional groups in Ohio and the 
midwest. Sales and service offices are 
being established throughout the area. 

Commercial Insurance Co., member of 
the America Fore Loyalty Group, has 
appointed Koehler Insurancce as a gen- 
eral agency. Irving G. Wessman, sec- 
retary of this Group’s western depart- 
ment, made this announcement in recent 
ceremonies marking establishment of the 
new agency. 


Mr. Koehler, a large personal pro- 
ducer, received the Northwestern Na- 
tional Life’s “Millionaire” award for 
1958 in recognition of $7,500,000 in 


Group insurance sales. 

He is past president of the Toledo 
Health & Accident Underwriters Asso- 
ciation and a member of the Toledo As- 
sociation of Life Underwriters and local 
Chamber of Commerce. 

Mr. Koehler is president and treasurer 
of the firm. His associates include 
George J. Buchanan, secretary ; Alice 
R. Schnapp, assistant treasurer; Thomas 
R. Williams, head of the industrial di- 
vision, and Thomas E. Dunn, head of the 


KOEHLER 


GERALD J. 


professional division. Samuel Sandler 
and Harry B. Fisher are in charge of the 
life department. 





The average patient in a general hos- 
pital today spends 86 days there—a 
decline of about one-third from the 12.5 
average of 20 years ago. 

—Health Information Foundation 





Legal Roadblocks 


(Continued from Page 31) 


property—casualty insurance com- 
by producers representing 
mutual agency carriers, were discussed 
by H. Boyd Harrison, Dallas, personnel 
director of the Texas Employers Insur- 
ance Association, and by John A. Mc- 
Nutt, assistant manager at Dallas for the 
Northwestern Mutual. 

Mr. Harrison said that his company 
recruits salesmen from: (1) employes 
of other departments such as safety 
engineering, payroll audit, claims and 
underwriting; (2) friends and acquaint- 
ances of salesmen, managers, and other 
employes; (3) private and state employ- 
ment agencies; (4) through classified 
advertising; (5) college placement offices 
Each presents advantages and disad- 
vantages. 

The five phases of the company’s pro- 
gram are: (1) a sales remuneration pro- 
gram which provides for career sales- 
men; (2) formal screening nad selection; 
(3) organized training programs which 
include formal classroom instruction and 


tual 
panies and 


informal on-the-job training; (4) per- 
formance standards for salesmen; (5) 
performance evaluation to determine 
progress. 


Mr. McNutt explained that generally 
speaking the mutual agency business is 
somewhat confined to the one-man 
agency, with these three groups: (1) the 
new or growing agent; (2) the agent 
who has reached his maximum growth 
and does not have desire to continue to 
grow; (3) the agent who still wishes 
his operation to grow even though he is 
niaximum capacity. For various reasons 
too many seem to fall into the second 
group. 

Some blame income  taxes—further 
growth would not benefit the agent fi- 
nancially in proportion to his efforts. 

Some say they are refining their busi- 
ness, dropping slow-payers on renewals, 
and consolidating the customer’s busi- 
ness by insisting on writing all or none, 
upon the theory they can hold on to 
what they have and depend on new busi- 
ness to offset cancellations. New busi- 
ness comes from referrals from old cus- 
tomer’s or because the agency’s age will 
permit acquiring a certain number of 
new accounts, with minimum solicitation 
and mailing rather than delivery of re- 
newal policies. This method now seems 
to work, Mr. McNutt said. 

Some agents can handle premium vol- 


ume of $200,000 to $250,000 without aid 


of solicitors or salaried salesmen, and 
some exceptional ones go to $350,000. 
The average agent’s maxinium capacity 


will be between $100,000 and $150,000, 


and the maximum-capacity agent who 
still wats to grow has not solved this 


The ‘alternatives are partner- 


problem. 
or salaried representa- 


ships, solicitors, 


tives. 
In some states where licensing laws 
prevent a local recording agent’s in- 


corporating his agency the development 
of new business, especially for strictly 
mutual ageuts, has been due to the in- 
dividual’s effort rather to partnerships 
or solicitors. In such states there have 
been more partnerships dissolved than 


formed in the past ten years. Some 
agents have not felt the need for a 
partnership arrangement, and commis- 


sions have been adequate to take care of 
the cost of operating as an individual; 
there has not been a need to reduce ex- 
penses by pooling resources. Such facts 
as the liability factors involved, person- 
ality conflicts, inadequate methods of 
sharing expenses have been responsible 
for the lack of new pi irtnership agencies, 
and failure of most of the existing ones. 

Neither have solicitors been a success- 
ful means of increasing production for 
the agent. Most solicitors are employed 
on a 50-50 commission basis, with some 
offering 60% to solicitors on both new 
and renewal business. The latter ar- 
rangement often applies to the newer 
agent whose lower acquisition cost per- 
mits him to do this. 


Problem Child to the Agent 


The successful solicitor automatically 
becomes a “problem child” to the agent, 
as he finds the solicitor may be making 
more money than he is. He may then 
either take the solicitor in as a partner, 
or create a competitor. In most cases he 
does the latter. The unsuccessful solici- 
tor quickly fades out, with most of his 
business remaining with the agency, so 
it can be said bore: solicitors are em- 
ployed to fail rather than to succeed. 
Some mutual peliciints are semi-retired 
or so elderly that they do not have the 
potential of becoming the agent’s com 
petitor. 

Salaried salesmen are practically non- 
existent in the strictly mutual agency, 
and are subject to much the same ob- 
jections as the solicitor. To use salaried 
salesmen successfully they must be kept 
at full production, which means the avent 
must devote himself to training them 
rather than to personal production. 

Since agencies seem to stagnate at 





New Life and Health 
Ins. Book Published 

DR. DAVIS W. GREGG IS EDITOR 

Handbook Covers All Aspects of Life 


and Health Insurance; Contains 
69 Chapters 





Publication of a new text book, titled 
“Lite and Heaith Insurance Handbook,” 
was recently announced by the _ pub- 


lishers, Richard D. Irwin, Inc. (Home- 
wood, Ill. $14.50 list). 
Planned and edited by Davis W. 


Gregg, president of the American Col- 
lege of Life Underwriters, the “Hand- 
book” is considered one of the most sig- 
nificant contributions to insurance lit- 
erature in recent years. It provides both 
beginners and experienced insurance 
personnel with a single, comprehensive, 
and intensely practical reference on all 
major phases of life and health insur- 
ance. 

More Than 10 Years of Planning 

The entire volume was more than 10 
years in the planning and preparation. 
Under the direction of Dr. Gregg, more 
than 100 leading insurance experts, with 
1,530 years of combined experience, con- 
tributed to the “Handbook,” either as 
author or editor. More than 1,000 pages 
of vital, accurate, and reliable informa- 
tion are provide d. 

The “Handbook’s” 69 chapters are di- 
vided into six main sections: 1) Per- 
sonal Life Insurance, 2) Life Insurance 
for Business \Purposes, 3) Programming 
and Estate Planning, 4) Health Insur- 
ance, 5) Life Underwriting and Sales 
Management, and 6) The Institution of 
Life Insurance. 

Almost any question that can be asked 
about insurance is answered in full. 

Special appendixes, 18 in number, pro- 
vide examples of insurance contracts, 
forms, riders, legal documents, etc. The 
entire volume is illustrated with charts, 


tables, graphs, and diagrams. Selected 
references are also provided for each 
chapter. 

The “Life and Health Insurance 


Handbook” is designed to serve as an 
indispensable working tool for insurance 
executives, field underwriters, brokers, 
insurance managers, accountants, law- 
yers, trust officers, educators, bankers, 
and all others who are concerned with 
any aspect of life and health insurance. 
The experience, advice, and guidance of 
recognized insurance experts are made 
available to help solve many varied and 
complex problems in insurance. 

All of the material in the “Handbook” 
was written exclusively for it, and has 
never been previously published else- 
where. All chapters are written in non- 
technical language, easy to read and 
easy to understand. Actual problems 
and situations that currently exist in 
the life and health insurance field are 
emphasized. 


Dr. Gregg’s Background 
The Editor, Davis W. Gregg, is a 





around $200,000 in production, and part- 
nerships, salesmen and solicitors do not 
presently seem the answer, the solution 
probably lies in having more agents. And 
the appointment of new agents in many 
states presents difficult problems. Not 
too much mutual company capacity is 
available in some lines of coverage, so 
the agent must confine his solicitation 
largely to personal lines. He must be 
located in a town where there is enough 


such potential business, which means 
over 5,000 population. Until recent years 
many new mutual agents came from 


direct-writing companies, but today more 
come from companies with contracts 
limiting the producer to representation 
of a single company. 

“What the future may hold for agents 
at maximum capacity is uncertain,” Mr. 
McNutt concluded. “What appears cer- 
tain is that until such agents are willing 
to invest money in men—either solicitors 
on small salaries and much less than a 
50% commission factor, or in straight 
salaried employes—they will be hard put 
to maintain their present volume.” 


, ‘ a i 
prominent figure in the insurance world, 


He received his Ph.D. from the Univer. 
sity of Pennsylvania, specializing in in- 
surance, and has taught insurance a 
Ohio State University and Stanford Uni. 
versity. In 1954 Dr. Gregg became 
president of the American College of 
Life Underwriters, a post which he stil] 
holds. He is chairman of the Comuinis. 
sion on Insurance Terminology, a con- 
tributing editor of “Encyclopedia Brit. 
tanica,” and was co-director of the First 
International Insurance Conference. Dr. 
Gregg has served since 1948 as an editor 
of the Irwin Series in Insurance and js 
also the author of “Group Life Insur- 
ance,” an S. S. Huebner Foundation vol- 
ume published by Dr. Irwin in 1957, as 


well as numerous articles in professional |) 


insurance publications. 


RATE OF ADMISSION UP 80% 

The rate of admission to general hos. 
pitals in this country has increased by 
almost 80% in the last 20 years, from 
56 to 99 admissions per 1,0) population 
As a result, says Health Information 
Foundation, these hospitals 





health picture.” 





Mutual Cos’. Meeting 


(Continued from Page 31) 


panies will 
insurance affiliates and _ conversely 
(provided legislation is changed) life com- 
panies may buy or organize fire and cas- 

ualty companies. 
speaker said that if the mammoth weekly 
premium life insurers were to enter the 
fire-casualty field, using their direct 


writing and door-to-door debit salesmen | 


to sell this coverage, “your commercial 
accounts would not be endangered but 
you are likely to lose a good part of 
your personal business.” Mr. Lang also 
stated: 


“Companies financially able to do sof 


will have to take the initiative and en- 
large their markets and facilities. Others 
will have to narrow their operations and 
become specialty companies or restrict 
their operation to limited territories 
where they can provide superior service 
while controlling expenses.” 
Predicting that there will be a grow- 


ing number of affiliations, mergers or 
purchases of other companies, _ the 
speaker cautioned: “An arbitrary or 


forced economic marriage can be just as | 


unhappy as a shotgun wedding. Very 
rarely is the management of an insur- 
ance company, particularly a mutual, able 
to evaluate objectively its strong and 
weak points and to view in perspective 
the ability of its staff. It takes an out- 
side, objective consultant, fully 
with the specialized problems of the 
business, to bring about a harmonious 
relationship between two differently ori- 
ented companies.” 


Meaning of a Market Appraisal 


Before closing, Mr. Lang discussed ap- 
praisal of a company’s marketing activi- 
ties, saying that this should be done on 
a programmed basis in the same manner 
as an accountant would review fiscal 
operations. Such an appraisal, he ex 
plained, is aimed at providing manage- 
ment with a sound basis for arriving a 
important decisions affecting the com- 
pany’s distribution function. 

“We are witnessing dynamic changes 
in market conditions and can expect 
even greater changes in the next dec- 
ade,” the speaker declared. “This dy- 
namism emphasizes the need for a con- 
tinued improvement and search for new 
sales opportunities and new methods o 
reducing loss and expense ratios. ! 
other words, the constant shift in the 
relationship between the company and 
its market—as well as competitive rela 
tionships between companies—make it 
imperative that a top insurance market- 
ing executive appraise and reappraise 
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every element of the distribution func: 
tion. Moreover, if he wants the best 
results from these appraisals, he must 
plan them, for only a systematic and 
orderly program can assure that no ele 
ment is neglected.” 









3, 1959 


—$—__——___ 


—— ie 


a 
e world. 


Univer. 
gy in in- 
ance at 
ord Uni. 
became 
lege of 
he still 


Sominis- & 


a con- 
ia_ Brit. 
he First 
ce. Dr. 
n editor 
> and js 
» Insur- 
ion vol- § 


October 23, 1959 







7" 
THE EASTERN 
UNDERWRITER 











1957, asl 
essional ) 


80% 
ral hos. 
ased by 
Ss, from 








ulation, 
rmation | 
ive be. 
he total § 


i 


ize life | 
iversely | 
fe com- : 
nd cas- | 
ion, the © 
weekly : 
ter the | fi 
direct 
ilesmen | 
mercial 
‘ed but § 
part of 
ng also | 
y 


» do so i 
ind en- & 
Others | 
yns and | 
restrict | 
ritories 
service |) 


grow- 
ers of 
s, the 
ry oF 
just as 
Very § 
insur- § 
al, able | 
ig and § 
pective 
in out- F 
ainiliar § 
of the F 
jonious 
ly ori- 


ed ap- § 
activi- 
yne On 
Janner 
fiscal 
le eX: F 
anage- | 
ing at 
com- 


anges 
=x pect 
Y ce 
s dy- 
1 con- 
r new 
rds of F 
; In 
n the 
y and 
rela- 
ke it 
urket- 
praise 
func: § 
best 
must 
- and & 
o ele- 














SERVICE 


ON aon LIFE ‘ 8 
ACCIDENT & SICKNESS “~~ 
GROUP CREDITOR 
FIRE 


FIDELITY It’s a complete line—and we can help you sell 
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The Wonderful World...of your 6 to 8-year-old child 


It’s a busy, wonderful world for children 6 
to 8... and it will become more so as they 
“graduate” from home and begin to live on 
their own as primary graders. 


The transition from home to school... 
filled as it is with new friends, new chal- 
lenges... brings some of the most delightful 
moments of childhood. 


Yet, the wider world which the 6 to 8- 
year-old child enters isn’t always a smooth 
one . . . and the guidance, sympathy and 
reassurance of ‘“‘moms”’ and “dads” can be 
just as vital as when your child was only 
a toddler. 


Those early years at school, for instance, 
are often difficult. A child may become 
shy, timid, or worried even at the thought 
of going to a strange place. Such behavior 
is a signal to give reassurance . . . rather 


°Metropolitan Life 


INSURANCE COMPANY 


A MUTUAL COMPANY 


1 MADISON AVENUE, NEW YORK 10, N.Y 


than pushing or prodding. With the right 
support, both at home and in school, 
youngsters usually make a good adjust- 
ment and gain in courage and confidence. 


It’s most important for parents to show 
enthusiastic interest in a youngster’s school 
work. Take time to listen, to praise and to 
encourage—children thrive on it. 


Even though your youngster may be the 
picture of health, don’t neglect those safe- 
guards that mean so much to healthy 
physical and emotional growth . . . especial- 
ly regular medical and dental check-ups. 

Be sure to ask your child’s physician 
about any “booster”? shots that may be 
needed to renew protection against polio, 
tetanus, diphtheria and other diseases. 


Since your youngster will be away from 


you more and more, re-emphasize the im- 
portance of safety. Be sure to show your 
child where he should cross the street, and 
emphasize crossing only with the green 
light. Teach him to ride his bike safely. Ex- 
plain why he should wash cuts and scratches 
promptly and apply sterile bandages. 


Should your youngster have special dif- 
ficulties with any of his studies, an exam- 
ination should be made of the eyes and 
ears. Defects which can be corrected are 
often the cause of low grades and ultimate 
dislike of school. 


Would you like to know more about how 
you can help your youngster grow, develop, 
and learn? Then, send for Metropolitan’s 
new booklet called “6 to 8 —Years of 
Discovery.” 





This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in publications with a total circulation 
in excess of 45,000,000 including Saturday Eve- 
ning Post, Ladies’ Home Journal, Good House- 
keeping, Redbook, Reader’s Digest, National 
Geographic, U.S. News, Look. 
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